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UNITED CIGAR STORES LINE 


FORM USED AT LONDON LLOYDS. 


Gamblers on Other Side Issue Wide- 
Open Contract—Particulars of the 
Business. 

(By Cable to the Bastern Underwriter.) 
London, England, Nov. 30, 1909.—Ap- 
parently well authenticated gossip on 
the floor of the Exchange is to the ef- 
fect that a schedule of the United Cigar 
Stores Co. of America, is being placed 
with Lloyds, by a New York City 
brokerage firm for an agregate 

miwm of $13,000. 

London England, Nov. 24, 1909— 
Special correspondence—Readers of 
The Eastern Underwriter will be in- 
terested in perusing the form accepted 
by Lioyds operators here covering the 
schedule of the United Cigar Stores 
line. The remarkable document, a copy 
of which is before me reads thus: 

Form of Contract 

On stock consisting 
cipally of cigars, tobacco, cigaretres, 
pipes and smokers’ articles generally, 
and other similar or kindred goods and 
packages for or containing the same, 
advertising materials, advertising pic- 
tures, supplies for distribution and 
premiums, printed matter, labels anl 
other materials and supplies and mer- 
chandise incidental or pertaining to the 
business of the assured, fuel, pictures 
and their frames, printed books, samp!e 
trunks, tools, implements, utensils and 
avpliances, stationery and supplies, the 
property of the assured or held by said 
assured in trust or on commission, or 
sold but not removed or for which the 
assured may be liable, including goods 
left for repairs and labor performed 
thereon, 

“The above property to be covered 
by this policy while contained in or at- 
tached to any building or additions, in 
show windows on in show cases on 
sidewalk and on and under sidewalks 
and platforms connected with build- 
ings, whether in transit or otherwise, 
stores and branches situate anywhere 
in the United States. 2 

“Tt is understood and agreed that 
wherever the Assured has any specific 
insurance in force covering above 
described prcperty, this policy of insur- 
ance shall be considered as Excess in- 
surance, and shall indemnify the As- 
sured in excess of the liability of aid 
snecific insurance and—or for any loss 
which the Assured may suffer by the 
operation of any contribution, co-insur- 
ance, average, or distribution clauses 
contained in the policies of said specific 
insurance. 

“The liability of this policy is hereby 
limited to Twenty-Seven Thousand Five 

(Continued on page 14.) 
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New York and Boston, Thursday, December 2, 1909. 


Organized 1853 


THE HOME 


Insurance # Company 
New York 


Elbridge G. Snow, President 
MAIN OFFICE, 56 CEDAR STREET 


CASH CAPITAL. $3,000,000. 
Assets, January Ist, 1909 
Liabilities (including capital) ..... 
Reserve as a Conflagration surplus ......... 
Net Surplus over all liabilities and reserves 
SURPLUS AS REGARDS POLICYHOLDERS, $13,682,821. 


$24,856,499 
14,973,677 
800,000 
9,882,821 


Insures against loss ot real and personal property, rental income, 
use and occupancy, earned profits and 
commissions by 


Fire, Lightning, Wind-storm, Automobile and 
Inland Transportation Risks 





Entered United States 
1866 


North British 
and Mercantile 


Insurance Co. 


Established 1809 


Boston conflagration, November, 1872. We paid our policyholders 


$742,007.56 








PITTSBURGH LIFE 


and Trust Company 
W. C. BALDWIN, President 


Agency Contracts Made Direct With Solicitors 
ASSETS . - - - . - $23,549,229.15 


Reserve on Outstanding Policies - $21,401,598.00 
All other Liabilities fs . . 417,649.50 


Assets in excess of all legal requirements, $1,729,981.65 


Insurance in Force . 





Home Office Pittsburgh, Pa. 











$3.00 a Year; 15c. per Copy. 


ELIMINATING PART-TIMERS 


DEFENDS NEW YORK LAW. 
William C, Johnson Points Out Benefi- 
cial Results of Discretion In 
Licensing Agents. 

At the meeting of the Life Underwrit- 
ers As New York, 


Tuesday evening of last week, 


sociation of held on 
the chief 
tepic of discussion pertained to the at- 
titude of William H. Hotchkiss, Super- 
intendent of Insurance for New York 
State, in refusing to license as agents 
the 


portion 


those not intending to give insur- 
of 
The subject has gained consider- 
owing 
the 
partment relative to renewals of license 
the year 1910. 


tion of the law has not affected regular 


ance business a reasonable 


time. 
able prominence just now to 


letters and blanks sent out by de- 


fcr Thus far the opere- 
licensed agents, owing to the fact that 
it did not become operative until April 
of this year. In the blanks sent out it 
is noticeable that Superintendent Hotch- 
kiss makes the company responsible for 
agents already licensed, that is renewals 
be granted the request or 


will upon 


recommendation of the companies 

While there are many who believe the 
law is detrimental and operates against 
he field men.a larger percentage 
it a great power for good 


see in 


is William C. John- 
Phoenix Mu- 
Johnson ex- 
subject at the 
said 


Among the latter 
agent 
in this city M1 
the 


whi 


son, general of the 
tual Life 
his views on 


during 


pressed 


ibove meeting h he 


Occupation Should Be Known. 


have been asked to speak this even- 
t of the proposed elim- 
man, and I 


} 
there 


the subjec 


of the part-time 
hink it well to do so in order 
learer understanding 
mean when we 
object to the activities par 
man in the agency field. Let me 
beginning, I know of no obje 
yn the 
Government 
surance 
to be a life 


that 
on your 
we 


t-time 


{ 
may bea 
say 


art of what we 
s of the 
Say in 
tion 


man, Ol 


the 


part of any insurance 
official, 


known 


to a real life in- 
agent, in his community 
insurance agent, who hangs 
cut his sign as a lifé insurance agent, 
or distributes blotters, calendars or 
other literature bearing his name as a 
life insurance solicitor, and who in good 
faith is engaged in the creation of new 
and in urging the citizens of 
the community in which he lives to take 
cut further insurance on their lives 
There is no objection, I believe, on the 
part of any one to this type of man, 
even though he devotes but a portion of 
his time to the active solicitation of new 
business. There are many sections, par- 
ticularly in the country districts, where 
it is necessary to employ agents who 
devote a portion of their time to other 
activities, and I know personally of 
many useful and worthy men who are 
doing a good work for the companies 
and the public who devote but a portion 
of their time to the solicitation of life 
insurance. With this tribute to the 
agent who is really an agent, who actu- 
ally produces new business, even though 
it may be in connection with some other 
occupation, I will proceed to tell you 
who the part-time man is who should 
be eliminated from the ranks of the 


business 
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agents and who should not be able to 
procure the States’ licenses to call him- 
self an agent. 

Aimed At The Pirate. 


“The man I refer to is a man who 
never has produced new business, is not 
producing it to-day and probably never 
will initiate any new business. He 
doesn’t call himself a life insurance 
agent in the community where he lives, 
does not advertise himself as being in 
that occupation, and if you could read 
his heart you would doubtless find he 
would think it belittling to his dignity 
and his reputation as a lawyer, physi- 
cian or a minister if he allowed it to be 
known that he was a life insurance soli- 
citor. Men of this type, whether they 
be engaged in the occupations referred 
to, or are employed as cashiers, book- 
keepers, private secretaries or otherwise, 
have however in the past frequently act- 
ed as life insurance agents, not in creat- 
ing new business, but in trading upon 
confidential information which came to 
them in connection with other employ- 
ment, and when they found a real life 
insurance agent had worked up a man 
for insurance and was about to get him 
examined, they would then either go to 
the prospect themselves and ask that 
they be allowed to place the business in 
some other company where they could 
get a commission, or send the agent of 
some other company to the applicant 
trying to get tne business from the first 
agent, under an arrangement whereby 
the informer would be compensated if 
the marauding expedition should prove 
It is undoubtedly true that 
for many years past a great many of 
these so-called part-time men, who 
never initiated new business but merely 
stole that which was worked up by real 
agents, have been able to go to different 
agency offices and place business they 
have thus gotten hold of and procure 
the ordinary commissions to which the 
agent is entitled. Many of these men 
have been agents merely for the purpose 
of writing one or two cases; frequently 
they have been appointed agents and 
paid the commissions solely for the pur- 
pose of covering an illegal rebate to the 
principal. In other cases, unfamiliar 
with the business; possessing no sound 
information concerning it; occupying no 
responsible relation to any company 
which would restrain them from exag- 
geration, these men have, it may be in 
some cases unconsciously, misled appli- 
cants or misrepresented to them the 
terms of their policies. Part-timers of 
this nature are in no sense producers 
of new business, they are mere diverters 
of commissions. They do not add to 
the volume of business transacted in the 
community where they live; they merely 
increase the number of men among 
whom the commissions on that business 
are to be divided. The man who objects 
tc the continued connection with the in- 
surance business of these parasitic part- 
time men is a man who is striving to 
protect the interests of all legitimate 
agents, to save them from having the 
commissions which they have earned in 
working up new business diverted to 
the pockets of men who have contribut- 
ed nothing toward the production of 
that business, and who also would pro- 
tect the policyholder from the effects of 
misrepresentation or ignorance. 


successful. 


Endorsed By Companies. 


“Section 91 of the New York Insur- 
ance Law provides that no person shall 
act as an agent in New York State, and 
that no company or agent thereof shall 
pay to any person any compensation in 
connection with new business, unless 
such person has been duly licensed as 
an agent by the Insurance Department 
Applications for licenses must be made 
in writing, on a form adopted by the 
Superintendent of Insurance, which he 
has so framed as to disclose whether 
or not the applicant for a license is ac- 
tually an agent. The superintendent in 
his discretion may refuse to issue or re- 
rew a license, or cancel one already is- 
sued. I have heard some wise talk from 


men evidently unfamiliar with the sub- 
ject about some alleged interference on 


the part of the State with the freedom | 
of its citizens to enter upon any occupa- | 
tion they might choose to select, includ- | 
ing that of insurance agent. This is | 
ridiculous. I am certain I am within | 
the facts when I say that the State does 
not in any way propose to interefere 
with any man who desires to enter upon 

the occupation of a life insurance agent. 

As I understand it, any person who has 
not been engaged in that calling, but 

who in applying for a license explains 
that he is entering upon the duties of a 
solicitor in good faith, or has the gen- 
eral agent or company accompany the 
request for a license with such a state- 

ment, can be duly licensed. It is of 
course true in this connection, that if 
such a license to a new man be once 

issued, the Insurance Department will 

doubtless, before renewing the license 

for a second year, require appropriate 

evidence that the man is actually an 

agent and producer of new business. It 

is now required that every request foi 

a license shall be countersigned by the 

company for whom the agent is to work. 

This is a most desirable requirement, 

attaching as it does to each company 

the specific responsibility of its agents. 

It has unfortunately been true in the 

past that the companies were altogether 

too ready to permit anyone to act as an 

agent, provided they could get business 

in so doing; and if the man proved un- 

worthy they could say he was a mere 

broker that gave them an occasional 

case, and that they really were not re- 

sponsible for his actions or statements. 

Under the new law the companies must 

take the responsibility of endorsing the 

application of the agent for his license, 

and that this requirement alone will 

lead to the gradual elimination of un- 

worthy men in the agency field in this 

State is undoubted. 


Commends Department. 

In conclusion I wish to express my 
firm conviction that if, with the assist- 
ance of the Insurance Department of 
this State (which, by the way, has never 
before in my recollection been conduct- 
ed with as great a degree of efficiency 
and as real an interest in the welfare of 
the public and of all branches of the 
business, as is now evident under the 
present administration), unworthy men, 
men who are in no real sense agents 
but merely feed off the work of the 
regular agent, are denied the opportun- 
ity to collect commissions which they 
have not earned by the initiation and 
production of new business, we will just 
te that extent protect and advance the 
interests of those who depend for their 
livelihood upon their agency work, and 
bring about cleaner and better condi- 
tions in the field for the joint benefit of 
agents, companies and policyholders. 
We do not care how many life insurance 
agents there are—the more men at work | 
the larger will be the volume of business 
written; but those who are permanently 
engaged in the business, whose life work 
is affected by the view the public holds 
of insurance agents, should be protected 
to the extent that none should be per- 
mitted to call himself a life insurance 
agent unless he is actually a producer | 
of new business for whose transactions 
some one or more companies assume re- | 
sponsibility. 





Insurance Tax in Ohio. 





Superintendent C. C. Lemert, of the 
Ohio Insurance Department, has just 
made public an estimate of the year's 
returns from the 2% per cent. premium 
tax on receipts of insurance companies | 
within the state, showing that it wil 
amount this year to $993,227.90, as 
against $997,173.83 last year, a loss of 
only $3,947.83, which is much less than | 
expected. He has collected and paid | 
over to the State Treasurer $497,031- 
.74, and the balance will be collected 
and deposited before Dec. 15. The 
amount derived from taxes for support 
of the state fire marshail’s office this 
year amounts to $66,437.51, and is in 


— to the 2% per cent. premium 
ax. 














We want AGENTS TO KNOW that there is no good reason 
why they should not be making BIG MONEY 


A TIP 


Make a contract with the Big 


JAMES PERRY AGENCY 


of the 


PRUDENTIAL INSURANCE CO. 


20 Vesey Street, New York 
AND SELL 


what the public want, the POPULAR LOW COST POLICIES, and 
best of all, the New Monthly Income Policy 








1894 


Admitted Assets 
1906 —-$1,226,696 
1907 —$1,001 ,409 
1908—— $1,023,700 


Liberal Commissions 


Renewals on New Plan 
Address All Communications on Agency Matters to 


CHARLES F. COFFIN, 2nd Vice-Pres., 1231 State Life Building 


1909 


The State Life Insurance Gompany 


INDIANAPOLIS, INDIANA 
UNEQUALLED IN SPLENDID ACHIEVEMENT 
Management Economical———-Growth Unparalleled 
Security of Every Policy Guaranteed by Deposit With the State 
of Indiana 
Assets Dec. 31, 1908, $7,378,853 


Surplus, $860,562 


RECENT GAINS 


Surplus 
$74,309 
$27,775 

$153,161 


UNUSUALLY ATTRACTIVE AGENCY CONTRACTS 
Contracts Direct With Company 








The Northwestern 


Mutual Life Insurance Co. 
of Milwaukee 


GEO. C. MARKHAM, President 
A. 8S. HATHAWAY, Secretary 


New Business Paid-For 





1905 - - - $90,334.038 
1906 - - - 93,563,452 
1907 - += + 102,283,634 
1908 oe. 109,773,709 


Each year larger than any in the 
previous history of the Company. 


Commenced Business 1858. 











| NSURANCE MEN will Note the si 


ifi- 


cant increase in The Northwestern’s 
new business during the past four years. 

IMPORTANT FACTS relating to this 

business are shown by the following per- 


Interest 
4.73 
4.72 
4.76 
4.84 


e best Company to 


centages: 
penses Mortality 

1905 12.15 67 

1906 11.76 59 

1907 11.81 58 

1908 10.76 59 

It i ble of i 
The Hoste hk 4 Tt demonstration that 
insure in. 


See The Northwestern’s 
with its Dividend Options, 
dowment Options, 
andthe Pr 


olicy contract 
ns, Paid-up and En- 
tions of Settlement 


um L eature. 

Issues Partnership and Corporation In- 
surance. ‘ : 

For further information or an Agency, 


H. F. NORRIS, 
Superintendent of Agencies. 


address 








AMERICA 


of Legal Liabilities. 


Managed to-day. 


rapidly. 


THE MUTUAL LIFE 


Insurance Company of New York 


STRONGEST 


IN 


THE 


WoaorRrLbD 


Largest Margin of Assets in Excess 
No Company More Economically 


No other company has, by increas- 
ing its scale of annual dividends four 
years in succession (1906, 1907, 1908, 
1909), reduced premium payments so 





34 Nassau Street 





For terms to producing agents address : 
GEORGE T. DEXTER, 2nd Vice President 


New York, N. 


Y. 
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AN INTERESTING CAREER. 


_arge Results Wrought By Robert J. 
Mix In The Life Insurance 
Field. 

As announced in The Hastern Under- 
vriter of last week, R. J. Mix, the pop- 
lar, aggressive manager of The Pru- 
ntial’s 2vi Broadway office, will, on 
anuary first, assume charge of the 
james Perry Agency also, making his 
eadquarters at 20 Vesey street, New 

York. 

This means 

Mr. Mix, but 





greater opportunity for 


he will be found fully 
equal to the task assumed. Some 
wenty years ago he was placed in 
charge of an office of the New York 
tafe in this city, as assistant manager 
ind in 1893, secured the management 
of the company’s Manhattan Depart- 
nent. In seven years he had built up 
he agency organization to a _ point 
where the paid business for the year 
899 was $12,000,000. 

On January 1, 1900,he joined the ranks 
ff the Equitable Life in New York, 
pening up a new department for ihe 
Society. The fifth year in charge of 
his agency the paid for business was 
about $12,000,000. 

At the beginning of the next year-— 
January 1, 1$06—he accepted a position 
with the Society as Supervisor of Agen- 
cies, at the home office, which position 
he held until the close of the year, an1, 
in common with many other good field 
men, deciding that the future of life in- 
surance was not sufficiently attractive 
to warrant a continuance, he resigned 
to take up another line of business. 

It did not require much in the way of 
investigation into other avenues to 
convince Mr.Mix that life insurance had 
them all beat and that he had better 
get back on the job in an occupation 
with which he was familiar, a decision 
he has not regretted. 

About October 15, 1907, he re-entered 
the business as manager for The Pru- 
dential, with headquarters at 261 Broad- 
way. For his first year he closed up a 
business necessitating seven figures to 
enumerate end for his second year, re- 
ently closed, he doubled the amount of 
‘he previous year. It is safe to say that 
Mr. Mix never did better in the past 
than he will in the future, which means 
that his agency of The Prudential will 
be well wp among the leaders of the 
country. 

He has a happy way of keeping his 
men enthused as will be noted by the 
following from Mix’s Mustard for De- 
cember: 

“Of course, it OUGHT to be mighty 
easy for you and me to sell life insur- 
ance, but the fact is that it Isn’t! Peo- 
ple OUGHT to come flocking into our 





ROBERT J. M!IX,who on January 1st Next will Manage the Combined New York 
City Agencies of The Prudential. 


offices, fairly begging for policies—BUT 
THEY DON’T! We have to overcome 
the other fellow’s selfishness, appeal to 
his best business judgment and love of 
his family before we can persuade him 
to sign his name to an application, and 
that’s not easy.” 


NO DESIRE FOR RE-ELECTION. 


Hon. T. J. McComb to Retire as Com- 
missioner of Oklahoma. 








Commissioner T. J. McComb of Oktla- 
homa, confirms the report that he does 
not expect to be a candidate for re-elec- 
tion. Mr. McComb has been an un- 
usually active official and his future 
career will te watched with interest. 
Rumor has had it that an Eastern in- 
surance company has made him an of- 
fer to assume executive position but he 
has reached no decision in this connec- 
tion. Mr. McComb says that the salary 
of insurance commissioner is small and 
that in justice to his family and himself 
he does not feel that he can afford to 
continue in office. ° 


A Big November. 





The month just closed was the best 
November in the history of the South- 
ern States Life of Atlanta, applications 
received showing an increase of nearly 
75 per cent over the similar month of 
1908. 

President Moore in a letter to agents 
calls attention to the great wave of 
prosperity now sweeping the South- 
land, and asks whether each agent is 
getting his share of it. He calls at- 
tention to the fact that the South will 


derive a billion dollars from its pres- 
ent cotton crop including the seed, 
which is an increase of $200,000,000 


over the values of last year. 





Romance of Soliciting. 





The above is the title of a group ot 
short stories of interest to insurance 
men, particularly those of the life 
branch. The stories are from the pen 
of John I. Harden, author of the “Psy- 
chology of Soliciting.” The price of 
the book, bound in brown buckram, is 
$1.25 and its publishers the Rough 
Notes Company, Indiamapolis, Ind. 


SAVINGS BANK INSURANCE. 





Massachusetts Institutions File Annual 
Report—About One Million Busi- 
ness In Force. 





The Whitman Savings Bank and the 
Peoples Savngs Bank (of Brockton) 
Massachusetts, have filed statements 
showing results of their operations in 
over-the-counter” life insurance up to 
November 1. 

The total income of the Whitman 
bank during the year closed was $15,- 
530, of which $13,737 was first year’s 
premiums, $367 renewals and $1,425 in- 
terest earnings. Its total expenditures 
uggregate $3,299, as follows: Policy- 
holders in cash surrenders , $135; 
medical fees $1,932; salaries of officers 
and employes, $444; agents $88; guar- 
anty fund, $495; incidentals, $206. The 
admitted assets of the bank’s insur- 
ance department are $42,497. Its policy 
exhibit is: 

No. 

In force Oct. 31, ’08...... 282 
Issued durimg year...... 1,710 
Terminated ...... 
{n force Oct. 31, ’09...... 
Brockton Bank. 


Amount. 
$114,953 
593,302 
158,164 
550,091 


The income of the Brockton Bank 
was $12,489; its total disbursements 
$4,455, as follows: Policyholders $743, 
(death claims $500 surrenders $243); 
medical examinations $1,615; salaries 
$580; agency expenses $20; guaranty 


fund $230; incidentals $196; interest on 


special expense and guaranty fund 
$1,000. 

Its policy exhibit showed the follow- 
ing: 

No. Amount. 

SUE ckaepe aeeeeunan 1,299 $539,794 
Terminated inte Siacaeed 265 97,124 
In force Oct. 31, ’09......1,034 442 670 

The Whitman Bank proposes paying 
a dividend of 8 1-3 per cent. 


[In noting the small amount paid for 
securing business our readers should 
not assume that this includes the real] 
cost, in fact several philanthropically 
inclined, have contributed to the ex- 
pense and in addition manufacturing 
concerns have voluntarily made an ef- 
fort to interest their employes in the 
venture.—Ed.] 


Amarillo Life. 

The promoters of The Amarillo Na- 
tional Life Insurance Company, in pro- 
cess of organization at Amarillo, Texas, 
expect to have the company commence 
writing business January 1, 1910. It is 
proposed to have a capital of $150,000 
and a surplus of a like amount. 

At a recent meeting the following of- 


ficers were elected: President, C. T. 
Herring of Amarillo; vice-president, C. 
P. ‘Smith, Vernon; treasurer, W. H. 
Fuqua, Amarillo; secretary, G. J 


Brothers, Ft. Worth; medical director, 
J. W. Greenwood, all of Texas. 














you. 


JOHN F. DRYDEN, President 


LOW COST, HIGH GUARANTEES 


liberal conditions and extensive advertising make the 
policies of The Prudential easy to sell. 


THE PRUDENTIAL 


wants managers and agents. 
Ask for particulars. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Incorporated as a Stock Company by the State of New Jersey 


There is a place for 


Home Office, NEWARK, N. J. 
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CONSIDERS ENTERING TEXAS. 





President W. C. Baldwin of Pittsburgh 
Life and Trust Looking Over the 

Field. 

The Insurance Field is authority for 

the statement that the Pittsburgh Life 


& Trust is considering the advisability 
of entering Texas for business. Our 
contemporary says:—“President Bald- 


win of the Pittsburgh Life & Trust was 
in Austin, Texas., recently, accompan- 
ied by the chief medical official of the 
company, to confer with the insurance 
officials of that State relative to the 
company’s reentering Texas. The com- 
pany has filed a formal application to 
be permitted to transact business in 
Texas and the indications are the ap- 
plication will be approved and the com- 


pany will be ready to transact busi- 
ness by the first of December. The 
company withdrew from Texas with 


the close of the year 1906, prior to the 
enactment of the Robertson law. Sub- 
sequent withdrawal from Texas 
-he company took over the Washington 
Life and it is to take care of this 
business that the company ‘again de- 
to reenter the State.” 


Since the above was in type, we are 


to its 


Ren 
sires 





advised that the Pittsburgh Life & 
Trust has received its license to do 
business in the Lone Star State, and 
has paid an entrance tax of $3,484. The 
Texas law provides that companies 
withdrawing must pay gross receipts 
taxes on all premiums during their 
ibsent from the State before re-en- 

ing. In the case of the Pittsburg 
Life & Trust, the tax paid is to cover 
business taken over from the Wash- 
ington Life. 

Meeting With Favor. 

The organizers of the Equitable Lite 
of San Antonio, Texas, state that the 
company is being well ra@ceived by 
Texans. The withdrawal of a large 





As January Ist draws near 


men we want to hear from. 


TREMELY AGGRESSIVE. 


with full particulars to 





Good Insurance Men 


are looking for bettering their positions by selling HIGHER 
CLASS goods at increased commissions. 


Our company is STRONG, CONSERVATIVE, BUT EX- 


If you would like to work under such a BANNER, address 


No. 2 THE FASTERN UNDERWRITER 


Those are the class of 


105 William Street 
New York City 











number of companies from that State 
paved the way for several strong in- 
stitutions. Speaking of his experience 
in launching the above company, I. J. 
McGee says: 

“The people of Texas are a great 
help in the building of home enter- 
prises and lend their unbounded en- 
thusiasm and subscription effort in the 
upbuilding cf all home industries. This 
one fact is but a forerunner of the 
success this new company will have in 
the writing of new business.” 





Selects Its Officers. 





Officers of the Oklahoma National 
Life, a new company forming at Okla- 
homa City with a proposed capital of 
$500,000 and sunplus of a like amount, 
are as follows: B. P. Smith, president; 
R. B. Howeth, first vice-president; W. 
W. Edwards, second vice-president; J. 
O. Henry, secretary and treasurer. 


Expanding In the South. 





The recent visit of William Mont- 
gomery, the aggressive, popular secre- 
tary of the Masonic Mutual Life of 
Washington, D. C., to the South is ex- 
plained in the announcement that A. 
J. Smith has been appointed manager 
for Georgia, Alabama and Tenness¢e 
with headquarters at Atlanta. 

The Masonic Mutual is a clean little 
company, and remains true to its title 
by writing insurance only on the lives 
of Masons” 





Yearly Examinations 





The Provident Savings Life Assur- 
ance Society has issued a special no- 
tice to policyholders stating that ow- 
ing to the favorable results already 
achieved, the interval ibetween free 
medical examinations has been reduced 
from tWo years to one year. 


“SETTING UP” A YOUNG MAN. 





Unique Business Proposition Presented 
For Consideration of Investors— 
Includes Life Insurance. 

The following inquiry was made in 
a recent issue of the New York Times: 
“Is the following scheme feasible? 
Let us assume a young maa who has 
fitted himself for a certain line of busi- 
ness, ‘both in experience and education. 
He has no financial backing, but can 
furnish abundant recommendation as 

to integrity and ability. 

“Let us assume that our young friend 
is enterprising and conservatively am- 
bitious, and that the prospects of sev- 
eral years’ work at a merely nominal 
wage are not encouraging or exactly 
‘enthusing’ to one who is capable of 
assuming the responsibilities of, say, 
a director and active manager in a stock 
company. 

“Without placing himself under any 
obligation except of a strictly business 
nature, could our young man secure 
the loan of, say, $10,000 (to make the 
example concrete) with which to buy 
100 shares at $100 a share, comprising 
a third to a half interest in a stock 
company, said company to go security 
for the $10,000 loaned, the young man 
covering the company against any pos- 
sible loss by contract of services and 
money invested, and by carrying a life 
insurance policy of an amount equal 
to the amount of the company’s se- 
curity, and made payable to the com- 
pany?” 

Our object in reproducing the query 
is to again enphasize the field for 
“business” insurance. The “insurable 
{nterest” in a case similar to the above 
is beyond question. Naturally the bor- 
rower expects to reimburse his backers, 
if he lives long enough or a reasonable 
length of time to do so. It is to make 
that doubtful “if” a certaiaty that life 
insurance protection is mentioned. 
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THE STATE AND THE DEATH-ROLL | 


By E. E. RITTENHOUSE, President, Provident Savings Life Assurance 
sittin’ ef New York.* 


The Annual Sacrifice. 

Over 600,000 human lives are needless- 
y sacrificed in the United States every 
year. 

“ This statement is based upon the 
iudgment of an eminent authority, who, 
after an exhaustive investigation, esti- 
mates that over forty per cent. of the 
annual death-roll. is chargeable to di- 
seases which could be avoided or post- 
poned by the application of reasonable 
and timely preventive measures. He 
elso estimates that there are constantly 
about 3,000,000 persons seriously ill in 
the United States, more than one-half 
of which illness is preventable. 

To what extent is the State (i.e. the 
People) responsible for this appalling 
waste 6f human life? 

The efforts made in recent years by 
the official and unofficial health organi- 
zations have materially assisted in re- 
ducing the death-rate from consumption 

end certain other communicable di- 
seases. 

The lives thus prolonged are, how- 
ever, but a mere fraction of the enorm- 
cus number that the inexcusable neglect 
of the State has permitted to needlessly 
perish in the past, and which are now 
perishing every year from both com- 
municable and non-communicable di- 
sease. 

Now that the State has demonstrated 
that it can prevent suffering, and pro- 
long lives by guarding them against ac- 
cident and contagious disease, why 
should it not broaden its campaign to 
include all preventable diseases, and at- 
tack the enemy with increased vigor 
and an enlarged organization built in 
proportion to the work in hand? 

Is there anything of more value to 
the Nation than the lives of those who 
compose it? 

Where Death Rate is Increasing. 

The loss of adult American life from 
the more important non-communicable 
diseases has increased with extraordi- 
nary rapidity. 

Allowing for the increase in popula- 
tion, about two persons die now where 
one died thirty years ago from prevent- 
able or postponable diseases of the 
heart, arteries, kidneys and brain. 

This fact, and the information convey- 
ed by the accompanying’ graphic 
charts, may be known to those who 
study the trend of vital statistics, but 
it is important that such knowledge 
should be conveyed to the general pub- 
lic whose support is necessary to the 
success of any effective movement for 
State aid. 

Here are some of the changes in the 
death-rate in various localities from t#e 
diseases named, since 1880: 

DISEASES LOCALITY 
Heart, Arteries, 
Apoplexy, Eng’d and Wales, 


DEATH RATE 


Decreased, 1% 


Heart, Massachusetts, INCREASED, 105% 
Heart, U.S. Reg’t'n Areas, INCREASED, 57%, 
Apoplexy, Massachusetts, INCREASED, 135°, 
Apoplexy, U.S. Reg’t’n Areas, INCREASED, 
Kidneys, Chicago, INCREASED, 4 
Kidneys, Connecticut, INCREASED, 13% 


Kidneys, U, S. Reg’t’n Areas, INCREASED, 1: 
Kidneys, Heart, 
Apoplexy, 
(combined), U.S. Reg’t'n Areas, INCREASED, #3% 
During the same period the mortality 





*Issued in pamphlet form, with appropriate 
drawings, showing the extraordinary increase in 
the waste of human life from Kidney, Heart, 
Brain and other non-communicable maladies 
and urging 
the early detection and prevention of disease. 





free medicalexamination by State for 


rate trom consumption has decreased in 
Greater New York 41 per cent., and in 
the United States Régistration Areas 49 | 
per cent. 
As to the Cause. 

What has caused this astonishing and | 
wholly disproportionate increase in the | 
death rate from these degenerative di- | 
seases (heart, kidney, apoplexy) of the 
preventable or postponable class? 

The theory that medical treatment | 
and other means of preventing deaths | 
in the younger ages have increased the | 
number of weakened lives to be attacked | 
by diseases of middle life and old age, | 
and therefore caused an increase in the | 
death-rate in those periods, may accoun. | 
for a small portion of the increase | 
shown in the accompanying charts. | 

That the mortality in this country 
from some of these diseases is so much 
greater than in England and Wales 
would indicate a local cause. 

The natural conclusion is that this 
abnormal increase in the death-rate 
from the early wearing out of these 
vital organs is due to excesses in eating, 
drinking, working, playing—in short, in- 
temperate living, and the “strenuous 
ife.”’ 


Reaching into the Prime of Life. 

In the natural order of things these 
affections should be confined to old age, 
but they are not. 

The researches of Dr. Eugene L. Fisk, 
Medical Director of the Provident Sav- 
ings Life Assurance Soclety, and all 
other students of this problem, show 
that these degenerative diseases are 
reaching down in the younger ages, and 
cutting off thousands of lives in the 
most useful period of their existence. 

Why, for instance, should the general 
death-rate of middle life and old age in- 
crease at a rapid rate in Massachusetts 
since 1880, while it decreased in FEng- 
land and Wales, as indicated in the fol- 
lowing table. 


1880-1907 1880-1907 
AGES. ENG’D AND WALES AGES. MASSACHUSETTS 
25 to 35 Decreased, 34°, { 20 to 30 Decreased, 41% 


35 to 45 Decreased, 25% | 
45 to 55 Decreased, 11° 

55 to 65 Decreased, 397 
65 to 75 Increased, 3°, 


30 to 40 Decreased, 15°, 
| 40 to 50 INCREASED, 35°, 
50 to 60 INCREASED, 24° 
60 to 70 INCREASED, 34°, 
Rising Death-Rate Ignored. 

The science of sanitation and disease 
prevention has stedily advanced, and yet 
the death-rate from these degenerative 
maladies has increased by leaps and 
bounds, 

The fact that the mortality in the 
younger lives is decreasing is very grati- 
fying, but it offers no excuse for ignor- 
ing the extraordinary increase in mor- 
tality in middle life and old age. Under 
our present system, we try to protect a 
man from a disease which another might 
give him, but, without the slightest help, 
permit him to die of a disease which he 
may unknowingly give himself. To the 
person whose life is threatened by acci- 
dent or by consumption, or other com- 
municable malady, we say: “Beware! 
Your life is precious, step over here out 
of danger.’’ To the person whose life is 
threatened with disease of the kidneys, 
heart or brain, we say: “You may die. 
We have no time nor money to spend 
on you.” Far more people die from 
these degenerative diseases than die 
from contagious or epidemic diseases. 
Why should we throw the life-line to 
ene class and deny it to the other? 
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For agency contract, address 





Great Southern Life Insurance Company 


HOUSTON, 


CAPITAL AND SURPLUS (all fully subscribed) $1,000,000 
PAID-IN CAPITAL AND SURPLUS OVER 
Ist, 1909. 
“‘ Quaranteed Life Insurance.” 


0. S. CARLTON, Vice-President, Chronicle Building, Houston, Texas 


TEXAS 


$475,000 


Business confined exclusively to 











Sells better than a“Board Contract” 


Over a million a month since organization 


Are you? 








Write for particulars. 


Our Stock Option Policy sells itself. 
Our men are all making money. 


This is a proposition for large pro- 
ducers—writers of special contracts. 


Standard Mutual Life Insurance Company america 


Home Office, Commonwealth Building, Pittsburg 
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It may, perhaps, be easier to reduce 
the death-rate from communicable than 
from non-communicable diseases, but is 
a life lost by typhoid, for example, of 
any more value to the bereaved family, 
to the State, or to posterity, than a life 
lost by kidney disease? Both dangers 
are avoidable if discovered in time. 
Why should the State not make an earn- 
est and vigorous effort to protect and 
prolong both of these lives? 

What the State Can Do. 


How can the State improve these de- 
plorable conditions? It should enlarge 
iis Health Department work in two di- 
rections: 

First. It should put into effect ot once 
a systematic and permanent campaign 
of education for the prevention of di- 
sease of all kinds by the distribution of 
health bulletins and the liberal use of 
Health and Medical Inspectors and by 
other methods. 

Second. It should give free medical 
examination, periodically, to any who 
may desire it, for the purpose of detect- 
ing disease in time to check or cure it. 

It is a well-known fact that a large 
number of the most common and dan- 
gerous affections can be arrested or 
cured, if discovered in the early stages. 

How many of the 1,500,000 people con- 
stantly ill in the United States from 
preventable diseases have heard 


(Continued on page 8.) 





WANTED 





JOHN HANCOCK 


I want two clean life men who ean pro- 
duce business. For such men I have 
something good. 

Wiiu1aM N. Compton, Gen’! Agent 
JoHN Hancock Motvat Lire Ins. Co. 
220 Broadway, C. 

Tel. 6030 Cortland 














BERKSHIRE 


this | 


LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


James W. Hull, Pres'dent. 
W. D. Wyman, Vice Pres. and Treas, 
J. M. Lee, Actuary. 
Theo. L. Allen, Secretary. 
Robt H. Davenport, Asst. Sec. 


This Company, with its more than fifty years 
of successful and honorable practice, its solid 
financial condition, its fair and liberal policies, 
all subject to the Non-Forfeiture Law of Mas- 


sachusetts, commends itself both to policy- | 


holder and agent. 
For circulars and rates address 


EASTERN MASSACHUSETTS AGENCY, 
79 Milk Street, 
LEON F. FOSS, General Agent 

W. H. DYER, General Agent 


JOHN H. ROBINSON, General Agent 
253 Broadway, New York 


Boston, Mass. 











Life Insurance Co. 
of 


Lynchburg, Va. 





‘* The most progressive, 
conservative Southern 
Company.” 





AGENTS WANTED 
in Virginia, North Carolina, 
South Carolina, Georgia, Mis- 
sissippi and Texas. 


; tee, 
American National 








HARTFORD 


Life Insurance 
Company 


Chartered and doing business 
43 years 


Ask about the new 


Monthly Income Policy 


Easy to sell because best to BUY 


For agency contract address 


Second Vice-President 
Hartford, Conn. 








THE GREAT AMERICAN’S 
LIFE BOND 
AGENT’S CONTRACT 
With Monthly Salary 


Something entirely NEW in the 
agency line, securing the 











agent's work as a 
Permanent Life Investment 
For Particulars Apply to 


THE GREAT AMERICAN 


LIFE INSURANCE COMPANY 
ST. LOUIS, MO. 
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HOW TO SECURE LARGE POLICIES 


By Edward A. Woods, Manager Pittsburg Agency of the Equitable Life. 


Every atbitious agent should endeavor to 
secure a better class of policyholders, not 
by neglecting smal] policies, but by a _con- 
stant effort to secure larger policies. If the 
agent whose policies average $2,000 can se- 
cure during the year enough policies of a 
larger size to increase this average to $2,500, 
he increases his income 25 per cent., with- 
out insuring any more persons, besides be- 
coming a better insurance man by his ex- 
perience in handling a better class of men. 
There is no surer or easier way of increas- 
ing one’s income than by increasing the 
average amount of policy and size of prein- 
ium, 

Go After Larger Prospects. 

Large policies—and by this we do not 
necessarily mean those for $100,000 or more 

are seldom written because of luck. Large 
policies are written by those who energet- 
ically, intelligently and tactfully go after 
such policies. The hunter of big game must 
not only be armed with the proper rifle but 
must go where big game isand be on the ‘ook- 
eut for it. A Chinese proverb says, “If you 
want to cateh fish, don’t climb trees.’”’ Large 
policies can be secured by the agent who is 
constantly Investigating the conditions sur- 
rounding persons of large means and first 
convineing himself of their need of insur- 
ance, both as to amount and kind.  Lhis 
does not require at the outset an intimate 
nequaintance with men of large means. 
There is no class of persons whose affairs 
are so well known, and consequently about 


whom and whose condition it is so easy to 
learn, as the prominent men of the com- 
munity. Their business enterprises, their 
ownings, often their obligations, are neces- 
satily matters of public knowledge. It is 
easy to learn about their habits, their 


health, their families, by one having no per- 
sonal acquaintance with them. How difficult 
would it be for you to find out a great deal 
about the leading banker, manufacturer or 
physician in your town? 
Greater Preparation Required. 
The difference between the method follow- 


ed in writing a small case and a large one 
is largely difference in proporton. In argu- 
ing before a squire a case involving $5, no 
lawyer can afford to give taorough prepara- 


tion to 


the cave, if, indeed, he requires it. A 





physician, treating an ordinary ailment, does 
not need to carefully consider the case or 
even consult his books; but the lawyer, argu- 
ing an important ease before a high court, 
the physician, treating a difficult, obscure 
nd important disease, spends a great deal 


of time in thoroughly preparing himself for 
it. Men of very small means are often most 
aecessible. Their time is not very valuable, 
nnd the average solicitor ean well afford to 
taetfully draw from = snech prospects them- 
selves the reisons why they should carry In- 


surance: but even if an interview could he 
obtained from business man of large af- 
fuirs, it wonld be futile to expect to elicit 
from him the information necessary to en- 


alle the solicitor to decide what arguments 
to present for insurance, as well as the plan 
and amonnt to suggest. But it will pay such 
n solicitor well to so thoronghly convince 


himself first of the amount and kind of In- 
surance needed and why, that he will he 
able not only to seenre an interview with 


such a prospect, bunt to overwhelmingly con 
him why he should carry insurance, 
is well as the amonnt 


imperfect Preparation Causes Timidity. 

Some agents hesitate to approach infinen- 
tin! people of large affairs The fact is that 
ench agents are bnt uncertainly convinced 
themselves as to why such prospects should 
insure and therefore naturally hesitate to 
approach such infinential men and perhaps 
meet with a rebnff to he expected to he 
given some one who does not understand his 
business. But-the more yon satisfy ‘yourself 
as to snech men’s imperative need of nade- 
quate Insnrance, the less hesitation will you 


vince 


have, the more confidently, tIntelligently and 
strongly will yon present vour ease, the 
more certain will von he likely to get both 


a hearing and the desired result. Suecessful 
men are shrewd and will almost always give 
nttention to anyone who will intelligently 
nd tactfnily present something they. neod. 

They are too busy to Usten to an agent who 
will ask for an application as a_ personal 
favor or begin an Interview In snch a hesi- 
weak woy as to reveal the fact that 

be is fll prepared and poorly acquainted with 


tating. 


his business. Take, for example, some lead- 
ing citizen of your town: It is altogether 
likely that his wealth is popularly overesti- 
mated. He naturally does not advertise his 
obligations, nor are the various ways in 
which he is involved understood by the gen- 
eval public. Suppose by quiet and tactfm 
inquiry you ascertain that while currently 
reputed to be worth $100,000, his place of 
business is mortgaged, that he generally car- 
ries a line of credit at the bank of say $30,- 
(00, that he has made some investments out- 
side of his business that are causing him 
considerable worry, that his wife is un- 
familiar with the handling of the money be 
will leave her, that other members of his 
family peculiarly need protection and in a 
form under which the money will be kept. 
suppose you further ascertain from your ex- 
aminer or otherwise that such a prospect is 
probably now insurable, although other 
members of his family or firm perhaps ore 
uot; possibly that there was one time when 
he was not insurable. Find out from the 
banker or some better person what form of 
settlement to suggest for the premium— 
whether he would be influenced by the offer 
to take his note, and if so, what date would 
best suit him to have the note fall due. Con- 
sider carefully, from all the facts you can 
secure, just how, with his present insurance, 
such a man would leave his affairs should he 
aie to-night. Decide from that how much 
insurance, within his means, would really be 
necessary, both to leave his affairs in fair 
shape and to make the provision for his 
family that he would consider at all satis- 
factory. Find out the proper time and place 
to see such a man. Anticipate all his ob- 
jections, which you must assume he will 
raise, and decide how to meet them. If you 
go after a fair number of such applicants 
ian such a way, can you doubt your ability 
to secure a good business from some of 
them? ' 
Good Practice For Agents. 

Many agents do not secure policies for 
large amounts for the same reason that some 
do not secure policies for small amounts— 
they do not go after them. Further, they) 
do not remember that the law of average 
applies to large cases as well as small. You} 
must not expect to get every large case you 
go after, but you must remember that the 
experience, the practice you gain in properly 
presenting a large policy to a successful man 
of large affairs, is broadening and develop- 
jing and will make you a better {Insurance| 
man, even if you fail. If you should select} 
ten prospects for a good Hne of insurance 
and determine to go after these men as tact-| 
fully, intelligently, systematically and ener- 
getically as you ean, and make up your mind 
at the start that if you do not get a single 
one of them the experience and practice will 
be well worth while, you. will not hecome| 
discouraged, as some weak agents do, be-| 
eause the first large case you attempt is 
not secured, or is declined or even lost in 
competition. 

Study Methods of Successful Men. 

It takes courage and it takes a big man 
to get big cares. Sunecessful men, as a rule, 
are smart. clever, bright men. who are not 
easily binffed or misled. They read you 
throngh instead of believing only what you 
say. If you are in dead earnest and intelll- 
gent, you can command a respectful hearing 
from such men By constant § canvassing 
emong them. you will hecome familiar with 
their methods, their ways of thinking, thelr 
reauirements. Many small agents do not 
srfficiently familiarize themselves with the 
affairs and methods of men of large means. 
It is difiecnit for them to think In their 
terms, to understand their methods of doing 
bnsiness. Before yon approach a large pros- 
pect, read over again, to refresh your mem- 
ory, the cirenlar, “Do Rich Men Need (fe 
Insurance?” Go over the Hst of our large 
poellevyholders and he prepared to tactfully 
mention why any of those on the Hst whose 
example would inflnence him earry their 
policies. Qnote other large insurers else 
where who insure heavily for similar reasons 
te those which should impel him. Constant 
ly study the reasons for ecarrving large In 
surance by the principal polieyholders of 
your section and the eonntry, and apnly 
those same reasons to your own prospects 
T have known agents who helieved that men 
of wealth earried large amounts of eash on 
hond and were not borrowers, forgetting 
that it is the men of wealth who harrow the 



































NATIONAL LIFE INSURANCE COMPANY 
E ' of the United States of America 


ALBERT M. JOHNSON, President 
ROBERT E. SACKETT, Vice-President 


5 Increase in Surpiee Fund, - — ° e - $ 495,980 03 

RECORD ——} oe Tee 

SIX YEARS in inForce,- - + + + =  ~» 23,968,070 00 
EXCEPTIONAL OPPORTUNITIES FOR OF ABILITY 


CHICAGO 


ESTABLISHED 1868 


ROBERT D. LAY, Secretary 








accumulated savings of the many in savings | 


and other varks, trust and insurance cov- | 
panies, and who are the ones heavily in deot | 
in the country. ‘The man of small means is 
not a big borrower, because he cannot Le. 
The late H. H. Rogers, during the panic of 
1907, m order to borrow $17,000,000 had to 
put up $34,000,000 of securities, and then to 
get the money had to issue upon this secur- 
ity, in addition to his own obligation, 6 per) 
cent. notes, which were taken by banks and 
trust companies at 95 less a commission. The 
fate Wm. C. Whitney, it is said, was at one 
time $50,000,000 in debt. To successfully 
present the right kind and amount of insur- 
ance to such men, you must be familiar with 
their methods of doing business and their 
methods of thought, and insurance must be 
presented to them from the standpoint of 
their needs and requirements. Moreover, the, 
study of the methods of successful men will 
help you to be go. 
Aim High. | 
You will interest such men more quickly 
by presenting an adequate amount of insur- | 
ance than a trifling one. About 20 years ago! 
Dr. Hostetter was one of the wealthiest 
men in Pittsburg. Many agents endeavored 
to induce him to insure his life, suggesting 
$20,000 and then weakly dropping down to 
$10,000 or even $5,000, thinking, perhaps, 
that he would take a smaller amount and 
not a larger. One day an Equitable agent) 
came to Dr. Hostetter and suggested the ad- 
vantage of leaving $500,000 of ready money. | 
The Equitable did not at that time issue 
tnore than $100,000 and did not reinsure. But 
ihe proposition to leave half a million of 
ready money interested Dr. Hostetter and 
he took $100,000 from the Equitable rep- 
resentative, with a premium of $10,865, and 
subsequently bought nearly the $500,000 sug- 
gested. The fault of previous solicitors was 
that they did not present an amount of in- 
surance to Dr. Hostetter sufficiently import- | 
apt or large to interest him. 


Be a Good Loser. 
To write large policies the agent must be 
a good loser. I knew one agent who had five 
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Liabilities (including Di- 

vidend Endowment 

| Se cvcccece 90,471,998.76 
Dividend Endowment 

Fund (Deferred 


Dividends)........... 
Net Surplus............ 


1,970,463.00 
1,287,177.94 


Insurance in Force... .. 88,368,244.00 


The 49th Annual Report shows a 
gain in the amount of insurance in 


force ; 


that assets were increased 


over $1,704,048.00 and that over 
$467,700 was added to surplus ac- 


count. 
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Y representing a Company second to none in general ex- 
cellence, and by offering « policy embodying every desirable 
guarantee and privilege, agents of The Equitable Life Assurance 
Society of the United States are able to succeed where other 
agents, less fortunately situated, fail. 


Some agents never experience the impetus which the backing 
of a large, ably managed company gives in the selling of life 
The impregnable strength of The Equitable; its 
standard up-to-date policies ; its liberality and fair dealing are 
advantages which the most humble representative may enjoy 


The Equitable is the exemplification of all that is desirable 
Its assets are safely and profitably 
invested ; its affairs are conducted economically, solely in the 
interest of its policy-holders; its policies are liberal and com- 
prehensive ; its great financial strength insures the fulfillment of 
every obligation promptly and in full. 


The demand for insurance such as offered by The Equitable 


The return to Equitable repre- 
sentatives will be measured only by their industry, 


intelligence 


The Equitable Life Assurance Society of the United States 
{20 Broadway, New York 
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100,000 cases declined in one week. It 
.kes nerve to stand the disappointment of 
sing a large case; consequently a weak, 
Uscouraged ugent, who fears to try lest he 
il, does not get such cases. It takes a 
road, liberal-minded agent to sell large 
jlicies. An agent anxious to show his own 
“unowledge of insurance instead of being 
iugle-hearted in his purpose of effecting the 
surance by apy honorable means, will nok 
usely succeed. One thinking more of him- 
cit or his own interests than those of ais 
)rospects, will likely fail, Rich men are in- 
rested in themselves, not in you. 


Joint Work A Factor. 

Many large cases are lost because the 
weut will uot do joint work, preferring to 
cypardize the case rather than share ihe 
“ossuble credit and commissions with some 
“ve else. Most large cases are written vy 
jut work. .t woulda be a poor attorney who 
vould net seek joint counsel in an import- 
ul suit, aud a poor physician who would 
uut like to Lave some one else associated 
vith Lim im a medical cause. It is a great 
eal safer, in an important case, to join 
nue other agent with you and get the case 
wether than risk its loss by unaided ef- 
iurts. 

lu no class of business is it as necessary 
iv sink your individualty aud think so en- 
turely of the ueeds of your prospect as in 
lurge cases. It is therefore necessary to 
muenuse and concentrate your argulmeuts, 
spend hours in preparation aud moments in 
presentation. Auow your prospect aud your 
subject so thoroughly that he will under- 
staud trum the veginuing of your conversa- 
tuuou that you are master of the situation, 
iat you are there to render him a service 
valuable, to him, that you thoroughly unde- 
stand. 

Equa! Success of Others. 

Consider the agents around you who have 
written and are writing persons for large 
umouuts. Is there any reason why you van- 
uot do what they have done? Look over our 
list of large policyholders and see what 
ether communities have more of them than 
yours. Is it possible that there are sone 
around you who do uot require large 
amounts’ Make up your mind that you will, 
by coustant practice, even by constant de 
feats, gradually tit yourself to approach aud 
juterest larger men; and never be so lacking 
ix ambition as to be satistied with the aver- 
age size of your policy. Be ambitious not 
cnly to be a member of the Century Club, 
but to be cunstantly on the lookout to dis- 
cern the needs of the most successful and 
lust wealthy people in your community who 
ieed insurance commensurate with their 
weans and obligations, and who, once secur- 
ed, will be valuable to you in securing 
others. 





BELIEVES IN RECIPROCITY. 





1 said to you a month or two ago that 
the way to sell life insurance was to 
get in touch with as many people as 
possible in the right way, says R. J. 
Mix, New York Manager of The Pru- 
dential. Nov, if you bring the butcher, 
or the hardware man, or the fire insur- 
unce man, or any other man a customer 
—if you bring the lawyer a client, or 
the doctor a patient, you’re doing him a 
distinct favor—one that he can’t de- 
cently fail to acknowledge. He may in- 
sure with you or he may pass you along 
to a friend or friencs who will insure 
with you. Now, brethren, this isn't 
theory; it’s what I know from ex- 
perience, ani what I have seen demon- 
strated time after time during the 
years I’ve spent in life insurance work. 
Why, one of the biggest writers thax I 
know, a mau who for the last decade 
has not seen a single year in which he 
failed to seitle for more than $1,000,000 
of insurance, does a large portion of his 
business in just this way. Ask him if 
he thinks that bringing John Doe and 
Richard Roe together on a _ business 
basis was time wasted, and see what 
he’ll tell you! Of course it wasn’t 
wasted! 


SECURES NEW MANAGEMENT. 





National Reserve Life Obtains Control 
of St. Louis Nationali—Will In- 
crease Capital. 





A large block of stock of the St. 
Louis National Life of St. Louis, Das 
passed from the former owner—Mis- 
souri Lincoln Trust Co—to parties 
iaentified with the National Reserve 
Life of that city, in process of organ- 
ization, ‘The number of shares traas- 
ferreu was 631% and the price, $200 
per share. 

The old management immediately re- 
signed and the resignations of all ex- 
cepting P. F. Meyer, have been accept- 
ed. The new officials are: President, 
Victor W. Reitz; Secretary, W. L. Row- 
ley; Treasurer, W. A, Kammerer; O. T. 
Upshaw, miedical director and A. A. 
Hunt, counsel, 

Retiring president E. S, Lewis issued 
the following statement: 

“The St. Louis National Life has in- 
creased its insurance in torce trom $2,- 
50U,000 on January 1, 1909, to over §65,- 
v¥U,000 on November 1, 1909, and has 
done this ai less expense than during 
the same period last year by $50,0uv. 
‘he company is doing business in Mis- 
souri, Arkansas, Texas and Kansas. 
The new administration will push the 
business vigorously and as the present 
board is composed of men of high finan- 
cial standing, it is a certainty that the 
company will become one of the lead- 
ing institutions of this city.” 

Spent Too Much Money. 

The St. Louis National has peen 
haudicapped tor some time owing to a 
lack of tuads with which to push its 
business, and an effort has been made 
to get new bLiood into the company. ‘ihe 
industrial end of its affairs has proved 
costly, and the new management will 
doubtless devote the greater potion of| 
its time to the Ordinary branch. The| 
uew presideut, Mr. Reitz says: 

“I am undertaking to learn the insur- 
auce business in a few days. The af- 
fairs of this company I believe to be 
sound, else [ should not have affiliated 
myself with it. Much unnecessary 
money has been spent in the past, and 
the fact that much of the stock was 
owned by a trust company did not tend 
toward confidence in the company, but 
that has been eliminated. Henceforth 
it will be my duty to protect the intwr- 
ests of our stockholders, My policy will 
be one of economy from this time 
forth.” 

To Increase Capital. 
_ AS soon as possible after the open- 
ing up of 1910, it is the intention of the 
lew owners to increase the capital of 
the company to $200,000. 





THE “ORDER OF UNITY.” 





Not Much Back of Pittsburg Concern— 
Its Withdrawal From West Virginia. 





The announced withdrawal of the 
Order of Unity of Pittsburg from Wen 
Va., rather than allow representatives 
of the Insurance Departmeat of that 
State to make an examination of its 
affairs has attracted some attention to 
the concern. Its specialty was at 
one time, and probably is to-day the 
writing of certificates for stated 








ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 


JAMES W. STEVENS, President 


2 
Offers exceptional inducements to reliable and energetic 
men who are experienced in, or who would like to en- 
ter, the business of life insurance. 








amounts, only a small percentage of | 


which is payable at death, the balaace, 
extending over a period of years. In 
this way its agents are privileged to 
boast of decreased rates, whereas they 
are at least, only selling instalment in- 
surance. 

The delay in issuing the Pennsylvania 
insurance report makes it impossible to 
obtain figures concerning transactions 
for the year 1908, but an idea of what 
is being “achieved” may be obtained 
from the Report of the previous year. 

It is claimed to have written 1,289 
certificates for $2,345,000 insurance, 
while 848 certificates for $1,687,100 ter- 
minated by lapses, indicate difficulty 
in retaining its members. Another 
“remarkable” feature of its report for 
that year is the fact that over 50 per 
cent of its total income was used for 
expenses. This alone is substantial 
evidence that the Order of Unity is a 
good thing—to keep away from. 

Those identified with its management 
seem to be united on at least one point, 
namely, the percentage of income not 
belonging to the certificate holder. 





New Jersey Agency Appointments. 





Manhattan, A. P. McMurtrie,Boonton. 
New York, Samuel Rosenblatt, Atlantic 
City; Walter W. McMahon, Irvington. 
Northwestern Mutual, Howard R. Wil- 
liams, Plainfield. 





The Missouri State Life of St. Louis 
has voted to increase its capital from 
$100,000 to $300,000. 
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‘THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 
INSURANCE CO. 


BOSTON, MASS. 





Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract 


FINANCIAL STATEMENT 


Assets Jan. 1, 1909... $47,980,647.74 
Liabilities... ........... 44,476,655.68 
NE eee 3,503,992.06 


Alfred D. Foster, President 

D. F. Appel, Vice-President 

J. A. Barbey, Secretary 

Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 











ESTABLISHED IN 1850 


JOSEPH A. DEBOER, Prest. 
FRED A. HOWLAND, Vice-Prest. 
JAMES B. ESTEE, 2d Vice-Prest. 





NATIONAL LIFE INSURANCE CO. 


MONTPELIER, VERMONT 


OPERATING IN 36 STATES 


OSMAN D. CLARK, Secretary 
H. M. CUTLER, Treasurer 
A, B. BISBEE, Med. Director 


Cc. E. MOULTON, Actuary 


This Company held January |, 1909, and gained during the past decade: 


ee $ 44,026,069.73............... Gain, 173% 
SURPLUS.,...........-. S$ 6,279,925.70............... Gain, 174% 
INSURANCE.,.......... $155,755,039.00.............. Gain, 93% 


Absolute Security and Economy of Management 








all members. 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
reserve 
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Shines over the fields in which our agents work. 
Popular company, policies that cover public needs, low 
net cost, literature that prospects read. 
largest business in our history. 


THE STAR OF SUCCESS 


Why? 


Now writing the 
For agency information 


F. C. SANBORN, Manager for Eastern Massachusetts 
31 Milk Street, Boston 


MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 
SPRINGFIELD, 
INCORPORATED 1851 
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TALBOT SECURES MEGARY. 
Equitable’s $1,000,000 Producer Be- 
comes Assistant to Second Vice- 
President of the Fidelity Mutual. 





William L. Megary, one of the lead- 
ing personal writers of the United 
States, and for the past six years close 
to the top of the Equitable Life’s en- 
tire field foree, has resigned to becoine 
assistant to 2d Vice-President Talbot of 
the Fidelity Mutual Life. 

The appointment with Mr. Talbot is 
a personal one, being the consumina- 
tion of an acquaintance of many years. 


Mr. Megary will be a general assistant 
to Mr. Talbot, but will devote himself 
chiefly to the upbuilding of the Fidel- 


ity’s Philadelphia agency, which is un- 


der Mr. Talbot’s personal charge. 
Before going with the Equitable, six 


Megary for many years 
held an official position in the Freight 
Department of the Pennsylvania Rail- 
road. His success in the life insurance 
field has been phenomenal. During his 
six years with the Equitable, he contin- 


years ago, Mr. 


ously stood at the top of its  Phiia- 
leiphia agency, never ranked lower 
than fifth of all the agents in the 
United States, and for the past two 
years ranked No, 2, his average yearly 
production being over $1,000,000, every 


dollar of which was personal business. 

A lifelong resident of Philadelphia, 
Mr. Megary has been prominently iden- 
tified with various matters of social 
and civic advancement, and enjoys a 
wide acquaintace among the leading 
business men of the Keystone State. He 


a close friend of Governor Edwin 
Stuart. 

His engaging personality and wide 
range of acquaintance enabled him to 
build up a high-class clientele, among 
them the late president and other 
preminent officials of the Pennsylvania 
Railroad. 

Mr. Megary is a 32 Degree Mason, a 
member of the Art Club, Deal Golf Club 
and numerous other organizations, a 
trustee of the Methodist Episcopal Hos- 
pital, and a director of several prom- 
inent Philadelphia business enterprises. 





“OUTRAGEOUS AND UNWORTHY.” 





Commissioner Folk of Tennessee So 
Characterizes The Southeastern 
Underwriter. 





\ few weeks ago a company styled 
the Volunteer State Fire Insurance 
Company endeavored to qualify as a mu- 
tual in Tennessee, and a license was 
refused by Insurance Commissioner 
Folk. Seizing upon this opportunity 
to embarrass the Volunteer State Life 
the Southeastern Underwriter of At- 
lanta, under the heading “Life Com- 
panies, Entering, Organizing and Re- 
tiring” printed the following item: 

‘The Volunteer State of Tennessee 
has ‘ate denied a license by its home 


department.” 

When Commissioner Folk’s attention 
was called to matter he promptly 
characterized the action of the Atlanta 
publication as outrageous and unwortay 


the 


a self-respecting journal. 

“The publication,” said the Commis- 
sioner, “dees gross injustice to the 
Volunteer State Life. That company 


has complied with all the requirements 


of the insurance laws of this State, 
and has maintained itself as a safe and 
solvent institution. This department 
recently denied license to the Volun- 


teer State Fire Insurance Company 
an organization which sought to qual- 
ify under the mutual fire insurance 
law of this State. That company was 
in no way connected with life insur- 
ance, and in no way, directly, or indi- 
rectly, connecied with the Volunteer 
State Life Insurance Company, of 
Yhattanooga.” 


THE STATE AND THE DEATH-ROLi. 





(Continued from page 5.) 
statement from their physician: “If I 
had known of this disease in time, I 
could have saved or prolonged your life 
for many years.” 

It is not enough to tell the average 
man how to avoid danger. He must, if 
possible, be told when he is in dange1 
and helped, or given a chance to save 
his life. 

Results Will Justify Cost. 

Those who could afford it woula 
doubtless prefer to go to their own 
physicians for periodical examinations, 
and the fact that the State deemed it 
necessary to conduct such a movement 
would induce many thousands of them 
to do so. 

Until 
the applications for free examinations 
would not be very large, but they would 
come from the poor and the very poor— 
those who know the least about avoid- 
ing disease and who are the most ex- 
posed to it. Thus the benefits of free 
examinations would go directly to the 
very element of our population that is 
most in need of them. 

A plan of this kind would meet with 
the hearty co-operation and support of 
the medical profession, for the average 
physician would much prefer to use his 
skill to prevent sickness or to arrest 
disease in its incipiency than to be call- | 
ed upon to effect impossible cures. | 

This plan to enlarge the work of the | 
National and local Health Departments | 
is entirely feasible. The increased cost | 
of distributing information and for an 
enlarged staff of inspectors and medical | 
examiners would be well within the | 
bounds of reason, and be amply justified | 
by the results. 

This plan is now successfully operated 
in all of its essential features by the 
Provident Savings Life Assurance So- | 
ciety of New York for the benefit of its 
policyholders. Health bulletins dealing 
with the causes of disease and the 
means of preventing it are sent to each 
policyholder at frequent intervals, and 
free medical examination is offered to 
those who may desire it. 

This is the first and only insurance 
company in the world that has adopted 
this practical, comprehensive and per- 
manent plan of guarding its policy- 
holders against disease. Another com- 
pany is carrying on an extensive educa- 
tional campaign for the reduction of 
mortality from tuberculosis only. 

Even if all Life Insurance companies 
should adopt this plan, the work should 
not be left to them alone, because the 
vast majority of our people are not poli- 
cyholders, and they must depend upon 
the State or unofficial organizations for 
education as to disease prevention. 





E. E. Rittenhouse, president of the 
Provident Savings Life, was the guest 
of the Chicago Life Underwriters Asso- 
ciation, on Tuesday night. His «ud- 
dress, relative to co-operative effort 
with the State as an important factor 
for the prevention of disease was a 
feature of the evening. 
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Approaching Large Prospects 


not sufficiently familiarize 
It is difficult for them to think in their terms, to understand 
BEFORE YOU 


**DC RICH MEN NEED LIFE INSURANCE? ”—rpwanp A. Woops 


pamphlet referred to, by Mr. Woods, who is one of the largest writers of large policies, 
Eastern Underwriter and may be obtained at the following prices : 


Address THE EASTERN UNDERWRITER 


the plan was well understood | 





themselves with the affairs and 


APPROACH A LARGE PROSPECT, read over 


105 William Street, New York City 





DR. COOK REJECTED? 





The New York Commercial is author- 
ity for .he statement that at least two 
companies have declined to issue a pol- 
icy of insurance for $50,000 on the iife 
of Dr. Frederick A. Cook, the Arctic ex- 
plorer “on account of the moral hazard 
involved.” 





(Miss Laura D. Kirkness, recently su- 
perintendeat of the acutarial depart- 
ment of the Pacific Mutual Life has 
been appointed assistant actuary. The 
official organ of the company announc- 
ing the appointment says: “Although 
Miss Kirkness is a native daughter of 
the Golden State, she did not attend its 
public schools. Her moter, who in 
her young womanhood was a teacher 
in England, took upon herself the re- 
sponsibility of educating her daughter. 
She afterward took up a_ business 
course of study and equipped herself 
for a ‘business position. That she laid 
the foundations well has been evidenced 
by the character of the service she has 
always rendered this company. 


MANY GOOD PLACES 


are waiting for the 


RIGHT MEN 











Much desirable territory is unoccupied, 
ready for men who can demonstrate 
their capabilities. Policy plans recently 
revised, thoroughly in accord with new 
laws, with reasonable premium rates 
and liberal values and rights, 


ARE YOU ONE OF THEM? 


Union Mutual Life Insurance Company 
PORTLAND, MAINE 
FRED E. RICHARDS, President 
EDSON D. Fab ney gene York 
THORNTON cht ASE, Supt, wien 
84 Adams Street, Chicago, Il. 
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RELIANCE LIFE 


PITTSBURGH 


Policies That Can’t Be Beat 


Assets 
Over Two and One-Half 
lillions 


Exceptional opportunities for General 
Agents in 


PENNSYLVANIA 


OHIO, IOWA AND ALABAMA 





UNEXCELLED IN 
Favorable Mortality 


—— 
Economy of Management 


THE 
Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends; 











A. G, BULLOCK, President 


50% Increase to July 1st. 


Liberal Policy Conditions 
Increased Dividend Apportionment 


Latest Competitive Helps 


Investigate 


STATE MUTUAL LIFE ASSURANCE CO. 


OF WORCESTER, MASS. 
INCORPORATED 1844 
June Largest Month. 


SUPERIOR SELLING PROPOSITION 
Large Values 


Impartial Judgment by ‘‘ Webb’s Comparisons Simplified” gives us highest score 


Our salesmen are doubling their incomes 
Join us and grow 


EDGAR C. FOWLER, Supt. of Agencies 


B. H. WRIGHT, Secretary 


WHY? 


Low Premiums 
Up-to-Date Agency Department 


Attractive Advertising Matter 
Are you? 








The 


Southern States 





INSURANCE 
COMPANY 


Life 


WILMER L. MOORE 
PRESIDENT 


Desirable territory available- 
Policy contracts up to date. 
Liberal Contracts to Agents. 


General Offices: ATLANTA, GA’ 








CAPITAL $1,000,000 


Management. 








Georgia Life Insurance Company 
OF MACON, GA. 


(Now Organizing) 
W. E. SMALL, President 


LIFE AND CASUALTY INSURANCE 
Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
First Class Openings in both Branches for PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 


SURPLUS $500,000 
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WHERE SHALL |! CANVASS. 





Many agents hear at the staff meet- 
ings the admonition of their superin- 
tendent to straight-canvass. They hear 
their fellow agent tell of success in find- 
ing applicants by this means, and so 
they load their pockets with literature 
and the attractive canvassing novelties 
supplied by the company and start off 
eagerly with high hopes. 

Once outside the office door the ques- 
tion arises, “Which way?” Some men 
eet as far as the nearest corner before 
they begin to ask which road shall lead 
to fortune. 

The man who does not know where he 

: going will lose some time in reaching 
ot destination. He is likely to drift 
aimlessly along looking for a suitable 
place to begin canvassing. After a few 
calls made without success he is tempted 
to try a new neighborhood. Having no 
definite plan, there is nothing to prevent 
him from using a great portion of thé 
day in unprofitably roaming the streets. 
Ii is to be expected that such methods 
will not procure enough business to con- 
vince him that straight canvassing pays. 

The successful straight canvasser has 
looked ahead. If he controls a debt he 
has already decided on certain street» 
that lie along his weekly route. He has 
determined not to ramble to remote.cor- 
ners of the town, but to seek his new 
business where he can give it attention 
on his regular collecting days. 

If he has no debit to confine his ac- 
tivities,he knows that there isin his case 
the greater need for resolutely planning 
a campaign in a given locality. He 
must resist the temptation to try for 
success in widely scattered sections. He 
knows the force of the illustration of the 
cow in the field trying to break down 
the fence to get in the adjoining pasture 
where distance makes the grass appear 
greener and thicker. He is fortunate if 
his superintendent has restricted him to 
a well defined neighborhood. If not, he 
has mapped out a section around his 
home and is carefully covering it, a 
block at a time, keeping a record of 
his movements from day to day. He 
knows that his best business will be 
written in one or two short hours in the 
evenings on calls secured during the 
day. He can better maxe these calls if 
they are near his home. 

Knowing exactly what street is next 
en his plan he loses no time in getting 
en the ground. He knows that he is 
following up and taking advantage of 
the company’s advertising campaign. 
He must advertise himself and his con- 
tracts to the greatest possible number 
of people. He recognizes the value of a 
big circulation. If he is to give suffi- 
cient time to each case to explain thor- 
cughly his business he has not a minute 
tc lose. 

Beginning at the first house he goes 
without faltering from door to door. He 
is not a wobbler. Neither is he a for- 
tune-teller, so he doeS not try to fore- 








TO INCREASE CAPITAL. 





Georgia Company to Have $1,000,000— 
Will Branch Into Casualty Insurance 
Field. 





With a desire to emer the casualty 
insurance field, writing most of the 
lines, including plate glass, steam 
boiler and tornado, the Rome Industrial 
Life Insurance Company of Rome, Ga., 
has decided to change its name to that 
of “Rome Insurance Company” and te 
increase its capital stock from $100,000 
to $1,000,000. 

The life end of the business will be 
confined to industrial and intermediate, 
the largest amount on a single life be- 
ing $500. 
well Porter general manager. 

J. L. Bass is president and J. Cald- 


cast the houses in which he is to find 
favor. Many times in the day’s work he 
finds business where the hit-and-miss 
fellow who likes to pick and choose 
would least have expected it. His faith 
is such that he expects to find business 
everywhere. He does not pass by the 
prosperous residence with lace curtains 
at the windows to find the shanty with 
the rag stuffed through the broken pane. 
The only house he avoids is the one 
whose sanitary or moral surroundings 
are such as to prevent him recommend- 
ing the residents to his company. 

After a full day of this genuine 
straight canvassing he has in his wallet 
the bunch of signed applications which 
are the just reward of the persistent 
plodder.—J. H. Birkett, Manager Divi- 
sion K.,.in the Prudential Record. 

John Hancock Leaders. 

The leading superintendent of the 
John Hancock is Julian B. Smith in 
charge of the Detroit district, followed 
by Chicago No. 2 and Chicago No. 1. 


— 











Wednesday afternoon, November 10, 
1909, Agents Black, Haynes, McLen- 
non, and Assistant Starr of the Punx- 
sutawney assistancy (Dubois district) 
left on the 2:15 p.m. train for Rossiter, 
Pa., arriving there at 3 o'clock, says 
the Prudential Record. They immedi- 
ately started to canvass, and when the 
return train from Rossiter left at 7 
o'clock they were right in the midst 
of the battle and could not get away. 
When the smoke cleared at 9 p. m. it 
was discovered that out of seven pros- 
pects they had closed six, for $7,000 of 
gilt-edge Ordinary. This band of work- 
ers then started on foot a distance of 
four miles, reaching Punxsutawney 
about 10:45 p. m. As they had closed 
one application for $1,500 before leay- 
ing, it made a total writing of seven 
applications, for $8,500 for the day. 





F. E. Bradley, assistant of The Pru- 
dential at Port Hope, Ontario, has been 
appointed superintendent at Siratford. 
His advance has been rapid. He en- 
tered the company’s service as agent 
April 5, 1909; was promoted to an as- 
sistant two months later and in seven 
months is a full-fledged swper. He has 
been engaged in industrial work for 
many years. 





The folowing assistants and agents 
of The Prudential were admitted to 
membership in the Old Guard—Class 
A—during the week ending November 
13: William A. Bradley, Ballston Spa, 
N. Y. and Robert J. Johnson, assist- 
ants; R. J. Brown, Flemington, N. J.; 
D. W. Penn, Baltimore; Jos. Green- 
berg, Harrison, N. J. and Jos. Rudy, 
Harrisburg, Pa. agents. 





W. J. Jell, of Westfield, N. Y., agent 
for the Prudential was killed by a Lake 
Shore train at Brocton last Friday. 





f Course of he uranca bducation 
Our; Depariment for Furnishing 
| Prospect New Model Policy 
WZ eid td 
Phenix Mutual 
1 
Life Ins. Co., 


HARTFORD, CONN. 





Write Home Office. 








Lhe 
Metropolitan Life 
L[nsurance Company 


(Incorporated by the State of New York 
(Stock Company 


‘Of the People 
The Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1908 was: 

441 per day in Number of Claims Paid 

6,343 per day in Number of Policies 
placed and paid for. 

$1,202, 353.00 per day in New Insurance 
placed and paid for. 

$166,634.00 per day in Payments to 








Policyholders and Addition to Re- 
serve. 

$126,996.37 per day in Increase of 
Assets. 


METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


JOHN R. HEGEMAN, President 














J. G. Walker, President 
T. Wm. Pemberton, 1st Vice-Pres. W. L. T. Rogerson, Secretary 
ORGANIZED 1871 


LIFE INSURANCE COMPANY Sevikena 


HOME OFFICE, RICHMOND, VIRGINIA 


The PIONEER Southern Industrial Life Insurance Company 
The OLDEST Southern Life Insurance Company 
The LARGEST Southern Life Insurance Company 
The Most Approved Forms of Life, Endowment and Industrial Policies Issued 
on Favorable Terms 
Assets, Dec. 31, 1908.. oe caneeGu son 
Insurance in Force, Dec. 31, 1908. ste eeeeeeeeeeeeeeees 
Payments to Policy Holders since Organization... 


$ 4,444,711.62 
63,309,202.00 
8,926,182.91 








JOHN HANCOCK 


Mutual 
Life Insurance Company of Boston 


Good Agency Contracts to Good Agents 
Apply to Home Office, 178 Devonshire St., Boston 
or to 


FRAN.IS MARSH WHITE & FENWICK 
Mgr. for Eastern Mass. State Agents 
202 Devonshire St., Boston Union Bldg., 9 Clinton St , Newark, N. J 





W. N. COMPTON 
General Agent 
220 Broadway, New York 
The Company issues the best and most liberal forms of Life, Endowment and Term 
Policies, complying with the rigid requirements of the Mas-achusetts Laws 











Liberal Contracts for energetic Agents and Agency Managers, 


for territory in States of Indiana, Pennsylvania, Michigan, 
Missouri, Ohio, Arkansas, Tennessee, Texas, Alabama, 
Illinois, and Kansas. 


AMERICAN CENTRAL LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, IND. 


$1,750,000 
$20,000,000 
t 


ASSETS . - - - - 
INSURANCE IN FORCE - 
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THE EASTERN 


UNDERWRITER 





This newspaper is owned and pub 
lished every Thursday by The Eastern 
Underwriter Company, a New York cor 
poration, office and place of business 
105 William street, New Yor City. B. 
F. Hadley, President; G. A. Watson. 
Secretary and Treasurer. The address 
of the officers is the office of this news 
paper. Telephone 2497 Jobn. 





Subscription Price, $3.00 a year; Sin- 
gle Copies, 15 cents. 


Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 3, 1879. 


NOT PHILANTHROPY. 





In discussing the tendency of man- 
ufacturing, inodustrial,financial,and com- 
mercial enterprises to protect employes 
by providing insurance, pensions of 
indemnity for loss of time or injury due 
to accident, the motive is generally as- 
cribed as philanthropic, and yet such a 
level-headed, shrewd business man as 
George W. Perkins, of the firm of J. P. 
Morgan & Co., speaking of the beneiit 
and pensions plan of the International 
liarvester Cc., of which he is a director 
and chairman of its finance committee, 
that it is purely a business 
proposition; that corporations receive 
full value for money so expended. 

“In all parts of the company’s busi- 
Mr. Perkins, ‘the average 
interest of the individual in the busi- 
ness is greater than formerly. The sav- 
ing of the waste here, there and every- 
where is noticeable. The employees 
throughout the organization are vieing 
with one anclher more and more to 1m- 
prove their respective branches of the 
This means profits for the 
tockholders, means extra compedsa- 
tion in various ways for the employees 

in short, means co-operation that is 
that is beneficial to one and all.” 


ttates 


liess,” Says 


business. 


real, 





FIRE INSURANCE CONTRACT. 


Attempts are made at times to define 
the term “fire insurance contract,” but 
many of the definitions given fall far 
short of a fair description of this im- 
portant document. Originally it guar- 
anteed the indemification of the assured 
in case of loss by fire, but its benefits 
have been extended until it is difficult to 
say just what is covered at the present 
Prior to the San Francisco disas- 
ter, few believed that a fire insurance 
policy covered loss by earthquake. Set- 
tlements made in that particular case 
leave little doubt upon the question now, 
and in fact further emphasis was given 
to the question of liability in the out- 
come of the Kingston, Jamaica, losses. 
Loss by lightning is also covered, and, 


time. 


THE EASTERN UNDERWRITER. 





judging by a clipping from “The Policy” 


of London, given herewith, contracts 
abroad cover on gas explosions and 
domestic boiler explosions. As a matter 
of fact the recognized need for complete 
protection has practically resulted in 
blanket policy forms, the specific items 
usually exempt under the general con- 
tract being assumed by rider attach- 
ments. 

The clipping from The Policy is as fol= 
lows: 

Fire insurance is a purely experi- 
mental science, the main principles of 
which have been determined by the ex- 
perience of slightly more than two cen- 
turies. These principles are fixed. The 
practice, however, varies very much as 
regards conditions under which insur- 
ances are granted, these depending on 
the circumstances existing at a particu- 
lar date. The contract is one of indem- 
nity for actual loss, and is a personal 
one between the company and the in- 
sured. The indemnity is for actual ma- 
terial loss caused by fire, and does not 
cover loss of profits or damage to trade 
following fire. Loss by fire now includes 
loss by lightning, gas explosion (in 
buildings not forming part of gas- 
works), and domestic boiler explosion. 
Of necessity the personal nature of the 
contract carries with it the fullest good 
faita between the contracting parties. 
‘..e main purpose is the equitable dis- 
tr.oution of loss over the whole com- 
munity, so that property owners pay as 
nearly as possible the amount necessary 
to provide insurance protection. 





THE STRENUOUS LIFE. 





Surprising statistics showing heavy 
and increasing mortality from diseases 
of the heart, arteries, kidneys and brain 
are given in a pamphlet by E. E. Rivt- 
tenhouse, president of the Provident 
Savings Life, entitled “The State and 
the Death Roll,” and reproduced in part 
elsewhere. 

While the deaths from diseases 
the heart, arteries, or apoplexy have 
shown a decrease of 7 per cent. in Eng 
land and Wales; Massachusetts, for in- 
stance, has shown an increase of 105 
per cent. (the increase for the United 
States being 57 per cent.) in heart dis- 
ease and 135 per cent. in apoplexy. 

Increases in deaths from disease of 
the kidneys have shown an increase in 
Chicago of 167 per cent.; Connecticut 
139 per cent.; United States 131-per 
cent. The combined increase in death 
from disease of the kidneys, heart and 
apoplexy in the United States is 83 per 
cent. 

Mr. Rittenhouse sums up the causes 
cf the increase in this country as fol- 
lows: 

The natural conclusion is that this 
abnormal increase in the death raie 
from the early wearing out of these 
vital organs is due to excesses in e¢at- 
ing, drinking, working, playing—in 
short, intemperate living and _ the 
“strenuous life.” 


of 





EMPLOYERS LIABILITY. 


The federal Commissioner of Cor- 
porations is doubtless right in his opin- 
ion that employers’ liability for injuries 
to their employes is bound to be gen- 
erally established as a specific provis- 
ion of statute law in addition to the 
somewhat vague provisions of the old 
common law. It will probably not be 
necessary to embody the principle in 
the Federal Constitution, or even in 


state constitutions, as he suggested 
that it may be. Statute law will suffice, 
says the New York Tribune. Such 
iegislation has already been enacted in 
more than one State, and the inclina- 
tion toward it is increasing in all di- 
rections. 

It is to be doubted 
correctly reported, however, as saying 
that employers “as a rule” think it 
cheaper to fight accident claims than to 
provide proper preventives against ac- 
cident. There are probably some who 
do think that, and years ago there were 
probably many more. But we must be- 
lieve that the majority of employ=2rs 
are to-day not only too humane but also 
too shrewd to take such a view of the 
subject. For they know that injuries to 
employes not only subject them to 
damage suits, but also create a popular 
sentiment against the employers who 
are responsible for them, and interrupt 
and interfere with business. From the 
raost practical point of view it pays for 
employers to take good care of their 
employes’ lives and health. 

The liability of the employes them- 
selves, moreover, is an important phase 
of the matter, Mr. Smith in discussing 
the subject referred to the recent dis- 
aster at the mine at Cherry, Ill. The 
responsibility for that tragedy is not 
yet positively fixed, and we have no 
inclination to forecast the ultimate ver- 


if Mr. Smith is 


dict. But it is notorious that many 
mine disasters—which are among the 
most destructive in the industrial 


world—have been caused by the work- 
men themselves through their deliberate 
and perverse violation of the rules for 
safety which have been laid down by 
their employers. Any miner will tes- 
tify that the rules against smoking in 


mines are often broken and thai 
safety lamps are at times mis- 
used so as to destroy their effi- 
ciency. Yet if a disaster occurs 


through such practices the blame is in- 
stinctively laid upon the mine owners 
or managers. 

The problem of justly fixing respon- 
sivility for every mishap in industrial 
oceupations is complicated and difficutt, 
and it may rever be possible fully to 
salve it. The most that can fairly be 
asked of employers would seem to be 
that they use all practicable means for 
safeguarding the lives and health of 
their employes, not from all the ills to 
which flesh is heir to, but simply from 
the special dangers which are involved 
in their employment, and that they 
shall pay an appropriate penalty for 
the consequences of their neglect to do 
so. Beyond that, the employes should 
realize the fact that no _ precaution 
which can be taken is efficient in the 
face of perversity or folly. Work in a 
coal mine is inevitably more hazardous 
than work in a flower garden. It may 
be a debatable point whether the in- 
evitable risks which remain after all 
precautions are taken should be assum- 
ed by the employer or by the employe, 
or should be divided between them. It 
is not to be questioned that the em- 
ployer who neglects to provide a safety 
lamp, and the employe who opens a 
safety lamp in the gas-choked depths 
of the pit to light his pipe from the 
naked flame, are equally responsible 
for whatever disaster may result from 
their action. 


INSURANCE FOR AVIATORS. 








Where there is an element of chance, 
with an opportunity to strike a fair 
average, there is an opening for aa 
insurance company. Therefore it is 


not surprising to hear of the formation 
of an institution abroad for insuring 
airships and the lives of aviators. 


KINGSLEY AGAINST ROOT. 








Scholar and Statesman “Lock Horns” 
On Interstate Insurance and Com- 
merce Question. 





Darwin P. Kingsley, president of the 
New York Life, has taken issue with 
the conclusions of Senator Elihu Root 
at the recent Civic Federation dinner on 


the subject of Interstate Insurance and 
Iusterstate Commerce. Mr. Kingsley 
says: 

“The senator holds that if the Consu.- 
tution is to be modified in order to bring 
interstate insurance under Federal cou 
trol, then it ought to be modified as to 
cther subjects. In that event, the sena- 
tor asked what would become of local self 
government. In taking that position he 
answered an argument which I had not 
advanced. I did not suggest a consti- 
tutional amendment, and never have 
done so in any discussion of this ques- 
tion. I maintain that interstate insur- 
ance is interstate commerce, and ought 
tc have been so treated from the be- 
ginning. 

“When the question was raised before 
the Supreme Court in 1868, only an iso- 
lated case was presented, having back of 
it no affirmative declaration by Con- 
gress, in other words no Federal statute. 
Insurance came before the court, there- 
fore, without any declaration by a co- 
crdinate branch of government as to 
whether it was or was not commerce. 
Moreover, it is reasonable to assume 
that at the time the Supreme Court did 
not appreciate the part that the insur- 
ance, particularly, played even then in 
the commerce of the country. I claim 
this because if they had understood the 
part which fire insurance played, they 
could hardly have made the declaration 
that insurance is not even an instru- 
mentality of commerce. 

“Moreover, in 1902, the same court, in 
a laudable attempt to stamp out the 
Louisiana State lottery, sustained a Fed- 
eral statute which prohibited the sale 
of lottery tickets and established the au- 
thority of Congress under the com- 
merce clause, not only to regulate but 
under this clause absolutely to prohibit. 

“Chief Justice Fuller, who joined in 
the minority opinion, stated that it was 
impossible to distinguish betwéen the 
principle involved in the case of Paul vs. 
Virginia and the case at bar. Indirectly, 
therefore, the status of insurance was 
before the court in the lottery cases. 
Strangely enough, when Justice Harlan, 
delivered the majority opinion of the 
court, he absolutely ignored the conten- 
tion of the chief justice, saying in ef- 
fect, ‘whatever this court, may have pre- 
viously decided with regard to insur- 
ance, the transportation of lottery 
tickets by express companies between 
states is interestate commerce, and, 
therefore, within control of Congress.’ 

“Whether the Supreme Court has in 
effect reversed itself or not brings no re- 
hef to interstate insurance at the pres- 
ent time. But if Congress should act 
under the commerce clause, just as it 
acted in the prohibition of lotteries and 
declare interstate insurance to be inter- 
state commerce, the question would then 
be fairly up to the Supreme Court, and 
would be finally settled. 

“What I contend for, in other words, 
is not for an enlargement of Federal 
power, but for the correction of an error. 
Interstate insurance should have been 
treated as interstate commerce from the 
foundation of the Government. There is 
a strong probability that it will be so 
treated if Congress legislates on that 
theory.” 





Standard Insurance Directory. 





Easily one of the best of the insur- 
ance directories published, is that 
annually issued by the Standard Pub- 
lishing Company, of Boston. Covering 
the New England field, comprehensive- 
ly and accurately, the work is simply 
indispensable to the managing under- 
writer, special agent or local represen- 
tative at all interested. 

















December 2, 1909. 
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FIRE INSURANCE DEPARTMENT 


RATE MAKING IN JERSEY 


FIELD FOR INDEPENDENT EXPERT. 
Future Tariffs in State to be Purely 
Advisory—Agents Should Maintain 
Good Practices. 


While a recognized condition im the 
Middle West and the South for years, 
the making of rates by independent 
parties, and their sale to fire insurance 
companies, is new to the Eastern terrri- 
tory, hence the unusual interest that 
attaches to the intended introduction 
of the plan into New Jersey during 
the present month. 

The famous decision of the Court of 
Errors and Appeals of New Jersey, de- 
claring rate making by the Newark 
Hire Insurance Exchange a violation 
of the common law, while directed par- 
ticularly at that organization, is yet 
of such character as to apply to all 
tariff making bodies throughout the 
State. Appreciating this fact the un- 
derwriters have ‘busied themselves, 
ever since the decision was announced, 
in reorganizing the New Jersey field, 
so that the handling of its business 
will be in strict accord with the Stace 
law as construed by its court of final 
jurisdiction. 

With the exception of Hudson county, 
which is within the province of the 
New York Fire Imsurance Exchange; 
Camden and the territory continguous 
thereto, supervised by the Philadelphia 
Suburban Underwriters’ Association, 
and the City of Newark, the entire 
State of New Jersey is under the juris- 
diction of the Underwriters Associa- 
i:on of the Middle Department, com- 
mittees of its members having charge 
of each of the nineteen counties. The 
detail of the work is performed by some 
twenty-six dfstrict secretaries. 

While local organizations will be 
maintained for the making of rules, in- 
spections and the like,the governing as- 
sociation will undoubtedly withdraw its 
control abont the first of the year. 

This will afford an admirable oppor- 
tunity for a tariff exper. tw enter tie 
publishing business, and supply the 
companies writing in New Jersey with 
advisory rates. 

John M. Hughes, the manager of tue 
Newark Fire Insurance Exchange from 
the time of its creation, until the pro- 
hibitive decree was handed down, has 
already undertaken such work in his 
city, his announcement reading: 

Proposition of John M. Hughes. 

The New Jersey courts, in a recent ac- 
tion affecting the Newark Fire Insur- 
ance Exchange, have issued a perma- 
nent injunction restraining the fire in- 


surance companies doing business in 
New Jersey from continuing or forming 
any combination or association for the 
purpose of making or fixing the rates to 
be charged by them or any of them fo. 
insurance against loss or damage by fire 
to property in the City of Newark and 
the Townships of Clinton and Bellevilie 
and the Village of Irvington, in the 
County of Essex and that part of Hud- 
son County lying west of the Hacken- 
sack River. 

This injunction will become operative 
on the 16th of December, 1909, and by 
that time the Newark Fire Insurance 
Exchange must relinquish all connection 
with the making of rates. 

Hereafter it will be necessary for each 
company to make its own rates individ- 
ually, and to do this intelligently, it will 
be necessary that they shall have in- 
formation as to the material facts af- 
fecting each risk. It seems to me that 
with the experience I acquired as man- 
ager of the Newark Exchange, I can es- 
tablish an individual and independent 
Bureau for the purpose of furnishing 
this information to insurance companies 
subscribing therefor and can supply it 
to such subscribers at much less cost to 
them than they would necessarily incur 
if they undertook to obtain it for them- 
selves. The situation is similar to the 
one existing in the case of fire insurance 
maps. Every company must have a map 
of Newark. These maps are made inde- 
pendently by the Sanborn Map Company 
and furnished to subscribers at moder- 
ate cost. If each company were obliged 
to make its own maps, the cost would 
be prohibitive. 

In view of these considerations, I have 
concluded that if sufficient subscribers 
can be obtained, I will establish an in- 
dependent Inspection Bureau, with head- 
quarters in Newark, for the purpose of 
inspecting and surveying all risks in the 
City of Newark and the localities here- 
tofore covered by the Exchange, and of 
furnishing to my subscribers, all needed 
information respecting the physical con- 
dition of such risks. I propose to furn- 
ish along with such information my ex- 
pert estimate as to the fire hazard dis- 
closed by such inspectiohs and surveys 
and my opinion as to what would consti- 
tute a scientific insurance rate or rates 
under the conditions which my inspec- 
tion and surveys disclosed. I intend 
also to furnish my subscribers advice 
from time to time as to the increase or 
decrease of hazard in the _ vari- 
ous risks inspected and my opinion 
as to the effect such changes should 
have on the rates of insurance. The re- 
sult of my surveys, inspections, esti- 
mates, etc., will be published from time 
to time, but will be furnished to sub- 
scribers only. Information as to par- 
ticular or inaividual risks will also be 
furnished to my subscribers, on applica- 
tion. 

I propose to do the work above out- 


lined, and to furnish the said informa- 
tion, estimates, etc., to my subscribers 
for one year, for a compensation that 
shall equal one and one-half per cem. 
of the premiums on policies written on 
Newark risks, by the subscribers, 
shown by the returns to the Newark 
Fire Patrol. I propose to render state- 
ments quarterly in advance, and to base 
the same on the returns made for the 
preceding half year. 

It is my expectation to have the Bureau 
in full working order by the middle of 
December and I therefore solicit your 
prompt subscription on the enclosed 
blank. 

Nothing New to Managers. 

To company officials the substitution 
of advisory for mandatory rates, 
not new, nor does the plan disconcert 
them in the least. Some of the Jersey 
agents, however, not fully appreciating 
the situation, seem fearful that chaos 
will follow the withdrawal of the exist- 


as 
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HARTFORD FIRE. 





No Change in Company’s Western Pol- 
icy to Follow Advancement of 
“Jack” Cofran, 


Chicago, 


ele 


Nov 
tion of J. 


30, 1909.—Following 
W. G. Cofran of Co- 
fran and Dugan, Western managers of 
the Hartford Fire, the position of 
vice-president, much speculation is 
heard as to what adjustment will be 


the 


to 


maade at the Western office. It is said 
that the Hartford is pleased with its 
partnership plan in the West. When 


Western Manager P. P. Heywood died, 
Cofran & Bissell succeeded to the man- 
Later R. M. Bissell was call- 
ed to the home office as vice-president. 
The firm of Cofran & Dugan was then 
formed. The managerial 
while having some drawbacks, in- 


agement, 


partnership 


pian, 


ing status. Nothing could be farther 
from the truth. If demoralization 
comes about the local men will have 


themselves to biame for it, for the com- 
panies are determined to preserve 
good practices in so far as lies within 
their power to do so. 

Let the agents of New Jersey during 
the period of transition from present 
to new methods of handling business 
soon to be introduced, but preserve 
the same degree of good sense they 
have shown hitherto in the conduct of 
their affairs, and they need have no 
fear for the future of fire underwriting 
in their State. 


PLACED WITH AGENTS. 





Local Men Favored by Brokers 
Handlirg Michigan Traction 


Properties. 


in 





Contrary to report, the entire sched. 


ule of the Saginaw and Port Huron, 
Mich., traction lines, controlled by 
Marsh & McLennan, of Chicago and 


New York, has been placed by the lai- 
ter at strictly local rates and through 
the resident agents. The schedule is a 
comparatively small one of its kind, 
amounting to about half-a-million dol- 
ars. 
Incidentatly 
while Marsh & McLennan control a 

ry large traction business, we are re- 
ably advised, less than three per cen 
hereon is placed with outside orga 
izations. 


it may be noted that 


Opposed to Benevolent Feature. 





According to the report of a 
committee named to 
subject, members of 
Ponds of the 


special 

investigate the 
the various State 
Ancient and Hor 
Order of the Blue Goose, are opposed 
to the creation of a benevolent fund 
in connection with the movement, feel- 
ing generally that the al features 
sheuld prevail. 


rable 


SOc 


sures continuity in management. The 
of the firm 
does not mean an entire change of man- 
agement. The policy of the department 
too goes on with no abrupt change. 

A. G. Dugan has somewhat 


hadowed by the more forceful person- 


relirement of a member 


been 


ality of Mr. Cofran, but he is regarded 
as a safe man, probably more conserva 
ideas than either Mr. Bis- 
Cofran. During Mr, Cofran’s 
absence from the office for over a year 
Mr. Dugan has been at the helm, and 
ithe department has kept up its accus- 
tomed pace. 

W. C. Boorn, the assistant manager, 
is counted one of the most capable 
)ffice lieutenants in Chicago. His traia- 
ng has peen the best. For many years 
he was the right hand man of former 
Manager John S. Belden of the London 
& Lancashire. It would not be surpris- 
ng to see Dugan & Boorn as the new 
Western firm in the Hartford office. 
Another old wheel horse is a prominent 
factor in the Chicago office of the com- 
pany, John J. Purcell, former Western 
manager of the Sun, who now may go 
to the assistant manager's desk in the 
Hartford, if Mr. Boorn is advanced. 

Last Saturday noon, in the Union 
League Club, Chicago, Mr. Cofran was 
tendered a complimentary luncheon by 
he managerial contingent, J. H. Len- 
ehan of the Phenix being chairman of 


tive in his 


se]] or Mr 


he committee in charge 
It is generally accepted that Mr. Cof- 


ran’s going to Hartford was due to his 
unwillingness to longer reside in Chi- 
cago, the climate of the latter city not 
agreeing with his wife. That he would 
have enjoyed returning to the Pacific 
Coast, has long been known, and the de- 
cision of the Hartford's management to 
all him to the head office, was likely 
inspired by the fear that some rival 

mpany might offer Mr. Cofran its 
Coast management. 











San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT from 
funds largely supplied by head 
office in Liverpool 





U.S. Cash Assets, Dec. 31, 1908 $13,212,749.00 
4,973,879.00 
3,239,091.00 
1,429,729.00 
1,051,543.00 


Surplus, “oR Soke, FOC. 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 1904 
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HENRY W. EATON, 


G. W. HOYT, 


$116,000,000.00 


Paid in the United States 






RESIDENT MANAGER 





DEPUTY MANAGER 


J. B. KREMER Jr. and T. A. WEED, 
AGENCY SUPERINTENDENTS 


NEW YORK OFFICE 
45 William St. 
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GETS ITS CHARTER. 
United Fire of New York Will Now Ar- 
range For Writing Business Soon 
After January 1. 





Superintendent W. H. Hotchkiss cf 
the New York Insurance Department, 
having formally approved the charier 
of the United Fire Insurance Company 
of New York, the management of the 
corporation will rapidly complete the 
details of its launching, and expect to 
begin business shortly after the dawn 
of the new year. 

Ferris E. Shaw, widely known 
throughout the country as a fire insur- 
ance man of proven worth, is president 


avd underwriting manager of the 
United, and will direct its working 
policy. 

Stockholders of the enterprise are 


seattered in goodly number throughout 
the East and West, and many desirable 
agency connections have been secured 
in both sections. 

Thus in Iliinois the Company has 379 
stockholders and 152 agents; in Kansas 


with 287 stockholders 119 agencies 
have been established, while in Wis- 


consin 215 persons hold its stock and 
95 have arranged to sell its policies. 
The plank of the United provides for 
collection of full tariff rates, and 
the strict prohibition of overhead writ- 
ing. In short Mr. Shaw will follow the 
sound underwriting practices imbibed 
by him early in his insurance caree7, 
and since ecnsistently and honestly fol- 


4} 
the 


lowed. 





DENY THE CUT-RATE CHARGE. 





New York Brokers Also Affirm Their 
Entire Ability to Place Famous 
Miamisburg Risk. 





New York City, Nov. 29, 1909.— 
“Bditor Eastern Underwriter: We no- 
tice in the issue of your paper under 
date of November 25th, an article head- 
ed ‘Fight Over Head Writing,’ whicn 
refers to us,and our method of handling 
ihe business of the United Cigar Man- 
ufacturers Company in Miamisburg, 
Ohio. 

“In justice to us we hope that you 
will give a few lines of valuable space 
in your paper in answer to said articie. 


“The truth of the matter is, that a 
firm in Dayton, Ohio, that handled this 
insurance formerly, feels agrieved De- 
cause they lost the business, and ap- 
pealed to the National Association un- 
der a pretext that we were irregulariy 
writing this business below the _ tariif 
rate, 

“We have offered the lines to local 
agents at regular rates, but we insisted 
upon collecting 10 per cent. commis- 
ion, which is rightfully coming to us. 


It is an absolute untrue statement, if it 
is asserted that we were pressed for 
insurance on this risk. 

“We have some of the best compan- 
ies on it, and some of them have asked 
us for more. There are no lines expir- 
ing at present, and the circular letter, 
of which your article is speaking, was 
sent out with the idea of proving to 
the firm in Dayton, Ohio, that we could 
piace this business, in spite of their op- 
positions, with local agents. 

“We are well satisfied with the an- 
swers which we have received, and we 


replied to all letters from the local 
agents, that we will give them all they 
can write at expiration of the present 
policie S. 


“In regard to the cut of 20 per cent. 
below the tariff rate, which is asserted 
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Suburban representation of a reliable 
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we promised to the assured, we can 
only answer that it was the firm in 
Dayton, Ohio, that offered such a re 
duction and not ourselves. 

“We are offering this business at 
tariff rates to local agents. We are well 
pleased with the situation, and the only 
reason why we answer the article in 
your paper is, that we want to assure 
those who stand faithfully by us in inis 
matter, that the other side is resorting 
to means which is absolutely untrue 
and unfair. 

Hoping that you will comply with 
our request and give to the public our 
side of the case, we beg to remain, 
Yours very truly, Farjeon, Ballin & Cov. 





TALKING POLITICS. 





Lively Oposition May Develop at Forth- 
coming Annual Meeting of New 
York State Association 





At the December meeting of the Un- 
derwriters Association of New York 
State, to be held on the ‘14th inst., 
the election of officers for the new year 
will take place, and the general ex- 
pectation is that the affair will be any- 
thing but of the cut-and-dried manner 
it has been hitherto. 

A. T. Lovett, the present president 
of the organization, is to retire with 
the close of the year and if long estab- 


UNDERWRITER. 





December 2, 1909. 








NEED FOR UNIFORMITY. 





Suburban Association Issues Its Own 
Forms for Insuring Farm Property. 
Little New In Them. 





Some three weeks ago there was 


formed in this city. The Association for 


Uniformity in Rules and Practices in 
Fire Underwriting, the purpose of 
which, as indicated by its title, is to 
secure uniform'ty in the rules and 
practices of the various Bastern gov- 
erning associations. 

The need for work of this character 
has long ‘been apparent to those fa- 
miliar with general underwriting con- 
ditions in the section named, and by 
the adoption of uniform rules and prac- 
tices the tasks of the special agents, 
department examiners and managing 
underwriters will be greatly simplified. 

As indicating the pressing need for 
untformity the forms recently adopted 
by the Suburban Fire Insurance Ex- 
change for writing farm property are 
cited. 

With but two minor exceptions these 
are identical with those formerly ap- 
proved for Putnam, Rockland and 
Westchester counties, several years 
ago when the field mentioned was un- 
der the jurisdiction of the Under- 
writers Asociation of New York State. 
The latter body gave considerable study 
to the preparation of the forms in ques- 


tion; one of its committees consulting 
with company executives in the mat- 
ter. 

The household form of the Suburban 
Association includes the cover of “mu- 
sical instruments,” which are barred 
from the State form, while the farm 
form of the former body excludes auto- 
mobiles from the list of vehicles in- 
sured. As ‘the local board rules make 
this latter exclusion, some underwriters 
fail to see the need for a special pro- 
hibition, while on the other haad they 
contend that if it was the desire of the 
Suburban Association to cover musical 
instruments, such intent could be in- 
serted by rubber stamp, without en- 
tailing upon companies, the expense of 
printing special forms for a very re- 
stricted territory. 





ISAAC S. BLACKWELDER. 





Former Department Manager of Niag- 
ara Fire Given Offical Post With 
Western Union. 





I. S. Blackwelder, former Western 
manager of the Niagara Fire, who re- 
tired Jan. 1, last, has been chosen as- 
sistant secretary of the governing com- 
mittee of the Western Union. E. B. 
Hatch continues as_ secretary. Mr. 
Biackwelder will be assigned to speciai 
work in assisting the various commit- 
tees. 





“WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


lished precedent (be followed, vice- 
president F. L. Curtis will be his suc- 
cessor. 

Mr. Curtis is the Western New York 
special agent of the Springfield Fire 
and Marine; a good underwriter, wise | 
counselor and genial companion. Op- 


position to his advancement to the chief 


if any materialize, will be due, not to 
any feeling of hostility to Mr. Curtis 
personally, but solely to the fact that 
not a few of the Association members 
feel that interest in the elections would 
be stimulated considerably if a second 
ticket were placed in the field. Be- 
cause of that idea it is highly probable 


that a dark horse is now in training 
ready to contest with Mr. Curtis for 
chigf Association honors two weeks 
hence. 





PROMOTION FOR F. W. BAUER. 





Clever Eastern New York Special of 
Liverpool & London & Globe 
Transferred to New England. 





Resident Manager Henry W. Eaton 
of the Liverpool & London & Globe, ad- 


vises of the appointment of F. W. 
Bauer, as special agent of the Com- 
pany, for Eastern Massachusetts and 


Rhode Island, in succession to the late 
C. F. Hawes. Mr. Bauer’s connection 
with the British corporation began im 
1881 when he entered its loss depart- 
ment, “passing thence to the special 
agency staff in January 1896.” The 
appointment is effective as of January 








Ist next, after which Mr. Bauer will 
maintain headquarters at 27 Kilby 
street, Boston. 

Working for Local Agents. 

In circularizing New York City 
brokers for business recently, Lasher 
& Taylor, representing the Hartford 
Fire, but continued a practice they 
have followed for years. From their 
cffices in the Metropolis the firm fre- 


quently learns of outside business con- 
trolled iby city brokers, and through 
their efforts secure a goodly share of 
it for their company, the local agents 
of the corporation in every instance 
issuing the policies. Far from being an 
attempt at overhead writing the plan 
is simply another evidence of the Hart- 


ford’s desire to aid its local representa- | 
tives to secure and retain good business | RTO Me@Lere) 


by every legitimate means. 





_ The Firemen’s of Newark has placed | 
its West Virginia general agency with | 
Lohmeyer & Patterson, of Parkersburg. 


REPRESENTING 


executiveship of the State organization, | ALLEMANNIA FIRE !NSURANCE OO. OF PENNA. 


CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANGE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE INSURANCE GO., of Ohlo 





100 WILLIAM STREET - - - 


New York 








SURPLUS LINES 
AND 
Brokerage Business 
WRITTEN IN 
American Stock Companies 
Corespondence Solicited 
LIBERAL COMMISSIONS PAID 


Cc. R. CHADWICK & CO. 
GENERAL AGENTS 
Second National Bank Building 
CINCINNATI, OHIO 


TORONTO 
CHICAGO 


NEW YORK 
LONDON 


McLEAN STINSON & C0., Ltd. 


Surplus Line Underwriters 
43 CEDAR STREET 
New York 
Telephone 264 John 
$25,000 Binder at London Lloyds 








JOHN C. PAIGE CO. 
INSURANCE 
65 KILBY ST. BOSTON, MASS, 


F. H. ROSS & SON 
Metropolitan Managers 


Buffalo German, N. Y. Standard, N. J. 
Teutonia, La. Buffalo Com’l, N. Y. 


68 to 76 Maiden Lane, New York City 








ARNOLD & WANNEMACHER 


REPRESENTING 
Teutonia of Allegheny, Pa. 
Humboldt of Allegheny, Pa. 


German American of Pittsburgh, Pa. 
Detroit of Detroit, Mich. 


438 WALNUT ST., PHILA., PA. 








ROBERT R. TUTTLE 
SYRACUSE, N. Y. 
New York and Pennsylvania 
GENERAL AGENT 
Reliable Fire Insurance Companies 














A NEW LLOYDS BINDER 






ae) 


| 
Immediate binder 


HALE, SEATON & COMPANY 


GUARANTEED 


Commission 


UNDERWRITERS ONLY 


solid: indemnity 


True excess lines at tariff solicited from local agents. 


CLEVELAND 
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FRANCIS H. ROSS. 





A Growingly Important Figure’ in 
Metropolitan Agency Circles—His 
25th Anniversary. 

A figure long prominent in local 
agency circles of New York City, and 
of constantly growing strengih is 
Francis H. Ross, metropolitan district 
representative of a numbber of sterling 
fire insurance companies. On the 15ih 
of the present month Mr. Ross will 
commemorate the 25th anniversary of 
his entry into fire underwriting, and 
the brokerage fraternity are preparing 
to show their good will toward the 
genial agent by making the occasion a 
memorable one in the way of business 
offerings. 

For many years Mr. Ross conducied 
an up-town office with conspicuous suc- 
cess. Some six years ago, appreciating 
the wider opportunities of a down- 
town agency he moved to Pine and 
William streets, representing the Buf- 
falo German and the Buffalo Commer- 
cial Insurance companies. His manage- 
ment of these offices was such as to at- 
tract other companies and the agency 
was soon recognized as among the pro- 
gressive ones of the street. 

Born in New York City in 1860, Me 
Ross ‘was educated in the parochial 
schools here, after which he entered 
the insurance business aw a clerk. He 
soon grasped its possibilities and 
launched out on his own account, a de- 
panture he has never had occasion to 
regret. 

To quote from “The Catholic Times”: 

“Mr. Ross is a member of many Cath- 
olic Societies and during the early 
days of the Knights of Columbus did 
great service as a degree officer, travel- 
ing through fifteen states, exemplifying 
the major degree. Mr. Ross, although 
achieving great success in business, 
has never forgotten the days when he 
was less prosperous, and he is always 
ready and willing to extend a helping 
hand to his less fortunate brethren. 
No worthy charity has ever invoked his 
aid in vain.” 





FRAME HOTELS BARRED. 





Erection of Such Buildings to be Pro- 
hibited at Asbury Park—Move 
a Wise One. 





Taking time by the forelock, and 
profiting by the experience of other sea- 
side resorts, the city council of Asbury 
Park, N. J., has under consideration 
and wiil unquestionably adopt an 
ordinance, strictly prohibiting the erec- 
tion of further frame hotels within the 
city limits, ; bt] 

Though a highly popular resort, As- 
bury Park has been singularly free from 
serious hotel fires, a condition upon 
which it has good reason to congrati- 
late itself. While this good fortune is 
largely attributable to the wide thor- 
oughfares of the community, with the 
resultant appreciable reduction of the 
exposure hazard, it is unquestionably 
true that a factor of decided import- 
ance in the matter is the high-class of 
people frequenting the city, and by 
“high-class,” we do not mean wealthy, 
though many of ‘the regular patrons of 
the resort are very well to do, but 
rather refer to the conservative folks, 
who year after year take their families 
to Asbury Park, and frequently to the 
same hotel. 

Strict enforcement of the prohibition 
law, too, has in the opinion of under- 
writers, cut no little figure in the good 
fire record of the town, despite its poor 
fire department. A short time ago As- 
bury Park was seriously threatened 
through the burning of a Standard Oil 
tank and the escape of its highly in- 
flammable contents. 

Efficient work on the part of tthe 
Company’s ataches and others, how- 
ever, in building a dyke and thus check- 
ing the flow of the burning liquid, serv- 
ed to stay ‘the impending danger. 

One feature in connection with As- 
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“The Leading Fire Insurance Company’ 
of America.” 





WM. B. CLARK, President. 
W. H. King, Vice-President. 
Henry E. Rees, Secretary. 
Assistant Secretaries. 
A. N. Williams, E. 8. Allen, 
E. J. Sloan. Guy E. Beardsley 
W. F. Whittelsey, Jr., ‘‘ Marine” 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - + $1,000,000.00 
Cash Assets - - + $4,395,625.89 
Cash Surplus to Policy 
Holders - -+- + $%2,063,044.01 


The real strength of an insurance company is in the con- 
servatiom of fits management, and the management of 
THE HANOVER is an absolute assurance of the security 
of its policy. 

R. EMORY WARFIELD, President 
JOSEPH McCORD, Vice-Pres. and Sec’y 
WILLIAM MORRISON, Ass’t Sec’y 
JAMES W. HOWIE, Gen. Agent 
FRANCIS H. ROSS. ee 























A Leading New York City Local Agent. HOME OFFICE: 
pee Hanover Bidg., 34 Pine St. 
: art } NEW YORK 
bury Park’s underwriting hazard that NEW MANUAL 
could with profit be taken up by 
the local board, is the inspection of Complete Guide for Agents in Suburban 
hback-yard properties in the mercantile Fire Insurance Exchange Territory GERMANIA 
section, where the accumulation of Issued. 
packing boxes and waste material gen- a FIRE INSURANCE COMPANY 
erally creates a very positive menace. Copies of the manual, recently com- 
yleted for the guidance of business 
FOR EASTERN NEW YORK. sy See get ane NEW YORE 
SN writing in the territory of the Suburbaz 
Charles Hoyt Smith to Succeed F. W. Fire Insurance Exchange, are now be- IZED 1859 
Bauer as Special Agent for Liver- ing distributed to the nine hundred odd ORGAN 
pool & London & Globe. local agents entitled to receive them. _ 
: a ™ ' The manual prepared by a speciall, Cash Capital coeee $1,000,000.00 
As announced elsewhere Fred W. ‘ : é 2 
Bauer will on January first be trans- appointed Committee on Rules, ol Assets....... ececes 5,874,016.00 
ferred from the Eastern New York to whitch H. A. Smith, vice-president of Net Surplus De iil oan 1,509,442.33 
the Eastern Massachusetts and Rhode the National of Hartford, was chair S ] f Policy 
Island special agency of the Liverpool man, is said by those competent to ex- urpius ior oncy - ‘ 
& London & Globe. His successor in press an opinion, to be a model of iis Holders........ 2,509,442.33 


the (New York field will be Charles Hoyt kind, and from a cursory examination 
Smith, who has been in the Company’s of it we should say it would be difficult 


employ for several years’ past.” Mr. for any agent of common sens« to HEAD OFFICE: 


Smith will make headquarters at Al- misunderstand any of the instructions | | Gor, William and Cedar Streets 
bany, just as Mr. Bauer now does. contained therein. | 














EXCEPTIONAL FACILITIES OFFERED TO BROKERS AND ACENTS 


CLARENCE A. -KROUSE & CO. 


GENERAL INSURANCE AGENTS 
325 WALNUT STREET, PHILADELPHIA, PA. 





PHILADELPHIA FIRST ACENCIES 


Hudson Underwriters of N. Y. William Penn of Pa. Washington Fire Queen City 
PHILADELPHIA SUBURBAN TERRITORY 
Firemens of New Jersey St. Paul F. & M. Continental of New York 
Jefferson Granite State Hawkeye 
Queen City Springfield F. & M. Phoenix of Connecticut 
William Penn Fire W>-hington Fire 
EASTERN PENNA.—SOUTHERN NEW JERSEY 
Firemens of Hew Jersey Peoples National Franklin of Philadelphia 
St. Paul F. Concordia Granite State 
Continental of New York Phoenix of Connecticut Hawkeye 
Washington Fire Zoutonte Humboldt 
Springfield F. & ‘Mt. Capea © Jefferson 


City of {Kew York of N. os 





Atlantic City, Ocean City, Wildwood and ia May Property a Specialty 
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UNITED CIGAR STORES LINE. 





(Continued from page 1.) 
Hundred ($27,500) Dollars in any one 
jocation. 

“It is understood and agreed that the 
General Adjustment Bureau or the 
Western Adjustment Company saail 
represent the Underwriters at their ex- 
pense in the adjustment of any loss 
whicu may occur under this contract 
on the property located in the States 
east of Ohio, Kentucky, Tennessee, Ar- 
kansas and Texas and that the West- 
ern Adjustment Company shall rep- 
resent ‘the Underwriters at their cx- 
pense in the adjustment of any loss 
which may occur under this contract:in 


territory West of and including the 
above mentioned states. 
“It is understood and agreed that 


this insurance does not cover on sture 
furniture and fixtures, display fixtures 
or improvements to buildings or por- 
tions thereof. 

“It is a condition of this contract that 
the Assured are not {fo take out any 
specific insurance save at the locations 


where they may require a greater 
amount of insurance than Twenty- 
Seven Thousand Five Hundred ($27,- 


500) Dollars, in which case this policy 
shall apply as Excess insurance only, 
as hereinbefore stated. 

“In the event of loss, this policy shall 
continue nevertheless unimpaired for 
the full amount thereof, but in such 
event the Assured agrees to pay the 
Underwriters an additional premium on 
the amount of such loss at the rate 
named in this policy, pro rata for the 
remainder of the term. 

Premium Adjustable. 

“It is understood and agreed that the 
umount for which this policy is issued 
is provisional, being fixed only for the 
purpose of computing the advance 
premium hereunder, which premium 
shall be adjusted upon the terms here- 
inafter set forth, and that the assured 
shall be entitled to the full amount of 
any loss sustained by it whether in cx- 
cess of the amount for which this pol- 
icy is issued or otherwise, without 
limitation other than the agreed limit 
ot loss in any one location, but subject 
to ‘all the ccnditions contained in the 
policy, including this form and any en- 
dorsements that may be attached from 
time to time. 


“Privilege for mechanics to make 
additions, alterations and repairs, to 
use electricity for light, heat and 


power, and for other insurance. 

“Privilege to do such work and to 
use such materials as are usual in the 
business of the assured. 

“This policy shall cover 
loss or damage caused by lightning 
(meaning thereby the commonly ac- 
cepted use of the term lightning, and 
in no case to include loss or damage by 
eyclones, tornado or windstorm), not 
exceeding the sum insured, nor the in- 
terest of the insured in the property, 
and subject in all other respects to uhe 
terms and conditions of this policy. 

“This policy also covers all loss or 
damage that may occur from the acci- 
dental leakage of the automatic sprink- 
ler system, if any, upon the property 
insured by this policy, subject to the 
same limitations and conditions that 
would apply to the fire risk, but this 
policy does not cover damage to reser- 
voir, tank, pipe, or other apparatus by 
whose failure the leak is caused. 

“The United Cigar Stores Company 
agrees to forward by mail to the New 
York representatives of the assured, 
with reasonable diligence, a statement 
of the amount of the stock according 
to the books of the company in eacn 
fycation on the first day of January, 
April, July, and October, during the 
continuance of this contract, and also 
the amount of specific insurance in 
force on said dates. 

Entitled to Refund. 

“After deducting the average specific 

insurance which has been in force dur- 


any direct 


ing the term of this policy upom the 
property covered thereby, it is under- 
stood and agreed that the company will 
return to the assured its pro rata pro- 
portion of the full premium on the 
amount of insurance carried, that may 
he found at the end of the year to have 
been in excess of 80 per cent. of the 
cash value of all property covered un- 
der this policy. Such average cash 
value to be arrived at by dividing vy 
twelve the sum of twelve monthly bal- 
ance statements of property above 
deseribed. It is further understood and 
agreed that if 80 per cent, of the aver- 
uge monthiy balance exceeds the 
amount of insurance in force here- 
under, tthen the assured will pay a pro 
rata additional premium to this Com- 
pany on the amouni of ’such excess, the 
additional premium to be at the same 
rate and term as this policy. 

“It is understood and agreed that the 
word ‘noon’ as used in this policy or 
contract is intended to mean noon at 
the place where the property which is 
ihe subject of this insurance is sit- 
uated. 

“To attach to and form part of Policy 
Nic cvccensinesa Lloyds, London.” 

History of the Line. 

According to Exchange gossip the 
Cigar Stores lime, which aggregates 
$2,500,000 on stocks and $500,000 on 
furniture and fixtures was originally 
handled by Pate and Robb, of New 
York, who for years have been insur- 
ance brokers for the American Tobacco 
Company ani its allied enterprises. 

Several years ago Johnson & Higgins 
also New York City brokers, gained 
control of the United business, thanks 
largely to the influence of the late 
Henry H. Rogers, a prominent owner 
of the Company’s stock and father- 
in-law of A. C. Coe, of the Johnson & 
Higgins Company. 

While the tariff rate in the property 
is understood to be somewhere from 
$1.25 to $1.50, the persuasive brokers 
have managed to get the underwriters 
here to write it first at 85 cents, later 
at 77% cents and last year the price 
paid is said to have been 65 cents. 

Three years ago Johnson & Higgins 
gave the entire business to the Guar- 
dian and the Southern Fire Insurance. 


companies, both managed by Robert | 


Dickson, and both now in the hands 
of receivers. As the limits on the 
properties do not exceed $15,000 or 
$20,000, the risk could readily be car. 
ried by any fair sized company. 

London Lioyds took over the busi- 
ness when the policies of the conpora- 
tions above named were cancelled, and 
have since carried. it. 

To the onlooker it is hard to figure 
wherein the tariffs fixed by the rating 
organizations on your side of the water 
are in the least excessive. There have 
been several bad fires in the business 
in recent years, I recall particularly 
those at 28rd street and Broadway and 
at Herald Square, and others of lesser 
magnitude, but still sufficiently heavy 
to cut deeply into the annual premium. 





DAMAGED STOCKS. 





Groceries Upon Which Claims Have 
Been Paic, Shipped to Do Duty 
Elsewhere. 





Through the persistent and _ intelli- 
gently directed search of Fire Marshal 
Beers, of the Borough of Brooklyn, a 
substantial check has been put upon an 
attempt to collect for damaged grocery 
stocks, already paid for. 

The case in point is that of a retail 
merchant in Rhode Island, who in filing 

~oofs, declared that he had _ suf- 
ici d loss upon certain specified goods. 
These latter, through the instrumenral- 
ity of Mr. Beers, were traced as having 
‘een shipped from a Brooklyn estab- 
lishment, after having done fire duty 
there, 

It would be interesting to know what 
became of the balance of the latter 


stock, the suspicion peing that ft was 


sent in various directions, for no other; 
purpose than to swell a later fire dam- 
age claim. Underwriters would do well | 
to be on their guard for small Italian | 
grocery losses in the vicinty of the) 
metropolis. 

Incidentally it would be a matter of 
interest and no little value to fire in-| 
surance men to learn the final disposi-| 
tion of damaged stocks, data procur- 
able at comparatively slight cost of 
time and effort, and yet which may re-| 
sult in heavy saving to the companies. | 





Decision to increase the capital of) 
the Reliance Insurance Company of | 
Philadelphia, from $300,000 to $400,000, | 
has been reached by the directors of | 
the corporation. The new stock wi!]| 
be sold at 150, with excess beyond par 
going to surplus. 





VIRGINIA WEST VIRGINIA 
AGENTS WANTED 


NORFOLK FIRE 


Insurance Corporation 
NORFOLK, VA. 


NORTH CAROLINA 
MARYLAND NEW JERSEY 














Commercial Union Assurance Company 
(Limited) 
OF LONDON 
PINE AND WILLIAM STS., NEW YORK CITY 











LOGUE BROTHERS & CO. 
249 FOURTH AVE., PITTSBURG, PA. 


GENERAL AGENTS 
REPRESENTING THE 
GEORGIA HOME INSURANCE CO. 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CO. 








New Jersey Office: ENGLEWOOD, N. J. 


MYRON W.: ROBINSON 
New Jersey State Agent For 


THE AMERICAN LIVE STOCK INSURANCE CO. 


INDIANAPOLIS, IND. 


Local agents wishing to add a growing and profitable branch of 
insurance to their agency should communicate with me at once 


$100,000 deposited with Auditor of State for protection to policyholders 


New York City Office: MILLS BLDG. 











St. Louis, Jan. Ist. 


H.. G. Hoffman, 


Peoples National of Philadelphia, Jefferson of Philadelphia, Ben Franklin 
of Pittsburgh, German of Pittsburgh, National Lumber of Buffalo, Dixie 
of Greensboro, Austin of Dallas, Commonwealth of Dallas, Republic 
Underwriters, Dallas, International of Dallas, Jan. ist, International of 


All Losses Adjusted and Paid from this Office 


Address—Mt. Sterling “The Hartford of Kentucky ” 


General Agent 
for Kentucky 











CHAS. H. POST, U. S. Mgr. 


Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
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POLITICS IN MOVE. 





Ohio Party Leaders Fighting Commis- 
sioner Lemert in Effort to Save 
Judge Donnelly. 





The true inwardness of the many re- 
ports that Governor Harmon of Ohio is 
preparing to supersede Judge C. C. 
Lemert as superintendent of insurance 
ic beginning to come out. It seems to 
lie in an effort on the part of Democratic 
politicians in Northwestern Ohio to save 
Judge Michael Donnelly of Napoleon, of 
the wrecked Ohio German Fire Insur- 
ance Company and the failed Donnelly 
bank at Napoleon. 

The whole story will come out In the 
trial of the criminal cases against the 
indicted officials of the Ohio German. 
There will be no criminal prosecutions 
of the officials of the Napoleon bank. 
Depositors in the bank, having employ- 
ed an expert accountant to go over the 
books of the bank, used his report as a 
club to compel the directors of the in- 
stitution to assess themselves a suffi- 
cient amount to pay the depositors dol- 
lar for dollar. This was done, and the 
expert’s report was then suppressed, but 
it is said this will be brought into the 
trial of the insurance cases. Only the 
high spots of the consistent campaign 
waged by Northwestern Ohio politicians 
to save Donnelly are known here at 
this time, but its effect has been mani- 
fest in many ways. Much pressure has 
been brought to bear on Judge Lemert 
to consent to delay in the trials. 
When this failed, pressure was 
brought to bear on the Governor to re- 
move Lemert and appoint—anybody, 
just so Lemert was out. The Governor 
indicated his intention not to make a 
change till the important litigation in 
which the department is engaged—the 
Ohio German case in Toledo and the 
Union Central Life case in Cincinnati— 
were out of the way. 

Then, with the°Ohio German case, ac- 
cording to report of the prosecuting at- 
torney of Lucas county, ready to go to 
trial Monday of this week, for which it 
was set, with all the witnesses ready to 
proceed, that official was informed by 
telegraph, last week, that an important 
witness, absent from the State, could not 
attend until after December 1. This is 
a notary before whom important deposi- 
tions were taken. Because of the length 
of time it will require to complete these 
trials, the judges declared they could 
not finish them if begun after Decem- 
ber 1, and they were put over and set 
down for trial January 10. 

Several delegations of the personal 
and political friends of Judge Donnelly 
have seen the governor. A large delega- 
t.on was down last week. They have no 
candidate to suggest for the place, but 
s.mply ask that Judge Lemert be remov- 
ed, to make a place for a party man. 
Such a campaign is not being waged 
against any other Republican appointive 
officer in the State government. 





New Map of New Orleans Waterfront. 





Fire underwriters represented in 
New Orleans will be interested in 
knowing that an elaborate map of the 
city’s waterfront and docks has just 
been completed. 

“The map is quite extensive and 
shows in detail the steel sheds of the 
Dock Board, the private frame sheds, 
the open wharves, the railroad termin- 
als, the lines of all the railroads with 
switches and in addition to this the 
depths of the river at various points 
and the contour of the stream. 

“The map includes the entire river 
front from Louisiana avenue to Alvar 
street, on both sides of the river. It 
g'ves the exact measurement of each 
wharf and shed, and by the scale of 
distances along the river, the exact 


distance between wharves or docks or 











the distamce from the point by another | 
can ibe at once determined. It shows) 
Stuyvesant Docks as being exactly 114 
miles from the mouth of the river and 
the total length of the wharves to be 
24,435 feet.” 





The Skyland Hosiery Company, of 
Flat Rock, N. C. will rebuild its fin- 
ishing plant, which was destroyed by 
fire at a loss of $75,000. This company | 
will erect a reinforced concrete build- | 
ing, and is reported to have telegraph- | 
ed for the new equipment of fiaishing 
machinery. 





STREET TRACTION LINES. 





Rights of Local Agents to be Conserved 
by New Central Rating 
Bureau. 





Secretary H. H. Putnam, of the Na- 
tional Associatiion of Local Fire Insur- 
ance Agents, has issued the following 
circular letter to members of that or- 
ganization: 

“In response to a request from a num- 
ber of state associations and local 
boards, asking ‘the influence and help of 
the National Association of Local Fire 
Insurance Agents to assist in obtaining 
from companies an assurance that any 
change in the method of handling street 
railway and allied lines would not result 
in overhead writing, and the disregard 
of the territorial rights of local 
agents,’— 

“The officers of the National Associa- 
tion, by personal interviews with com- 
pany Officers, by correspondence and 
other means, including a conference of 
companies with a committee from our 
association, have endeavored in every 
way to conserve your interests, and are 
pleased to report that in the preliminary 
steps taken by the companies for the or- 
ganization of a Central Traction and 
Lighting Bureau, the rights of local 
agents have been duly guaranteed in the 
adoption of the following by-law: 

“It shasl be the policy of the Bureau 
to protect the interests of local agents 
everywhere, and to, in so far as possi- 
bie, insist that all policies covering 
properties under its jurisdiction shall be 
written through local agents at the pre 
vailing rates of commission and broker- 
age at the places where risks may be 
located.’ 

“We are further assured, officially, 
that the Central Bureau will not en- 
deavor to ‘control the placing of busi- 
ness or dictate to the assured in what 
companies he shall place his insurance.’ 

“We believe that our association has 
carefully and conscientiously carried out 
your request. We trust that our action 
in the matter meets with your ap- 
proval. 





OPPOSE FRAME GARAGES. 





Citizens of Chelsea, N. Y., Employ 
Counsel to Fight Construction of — | 
Such Properties. 





Aroused by the recent erection an 
several 


private automobiles garages 
under frame dwellings, the Chelsea. 
N. J., Protective Association has em- 


ployed counsel to fight continuance of 
the practice. Speaking of the crusade 
an officer of the Association declared: 

“Several persons are violating the 
law at this very moment,” declared one 
of the officers. “We understand from 
the law that after October 1, 1911 frame 
garages under frame living buildings, 
must be abandoned whether they were 
constructed prior to the enactment of 
the law or afterward. If we are cor- 
rect in this we will go after a bunch 
of other violators whom we cannot 
reach now.” 





Fire Marshal Law for Oklahoma. 





In his annual report covering the busi- 
ness of fire and marine companies dur- 
ing 1908 Commissioner McComb of Okla- 
homa again calls attention to the need 
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McComb argues vigorously for the}! 
necessity of such a law and points out) 
that “when incendiarism has been re- 
duced to the minimum fire insurance 
rates will be very materially lowered.” 
Mr. McComb adds that “this is a matter 
of much more concern to the public than 
to the companies—the companies simply 
adjust rates to meet losses and if losses 
are excessive so will rates be and the 
honest insurer pays the toll.” 

The commissioner notes great im- 
provement in the Oklahoma situation as 
result of laws he recommended provid- 
ing for the protection of resident agents, 
a standard fire policy and regulations 
for mutual organizations. 





WILL RETAIN CONNECTION. 





H. M. Coudry to Become Vice-President 
and Underwriter of International 
Fire of Missouri. 





A week or two ago we noted the re- 
tirement of Hon, H. M. Coudrey, from 
the presidency of the millionaire Inter- 
national Fire, now forming at St. Louis. 
Mr. Coudrey advises that he will con-| 
tinue his active interest in the Com-| 
pany, becoming its vice-president and 
niderwriting head, once the enterprise 
be fully formed. At present Mr. Co- 
drey is in Washington arranging for 
the next session of Congress, of which 
body he has been a member for several 
years. 





Limit for Presenting Claims. 





December 15th is the final date on 
which claims against the failed Guard- 
ian Fire Insurance Company of Penn- 
sylvania, will be accepted from resi- 
dents of New York. 
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CONFLAGRATION PROOF 


CALIFORNIA INSURANCE CO. 


OF SAN FRANCISCO, CALIFORNIA 
New York Standard Statement, Jan. 1, 1909 


CAPITAL ° . . ° . $400,000 
All Liabilities, including Reserve  . 381,653 
Total Assets . . ° * . 978,605 
SURPLUS to Policy Holders . . 596,952 
Increase in Assets . ° ° ° 182,618 
Increase in Reserve ° e ° 105,175 
Increase in Surplus . ° ° 45,764 


This Company has a record unequaled in the 
history of the Insurance business 


FRANH C. STURTEVANT 
FOURTH AND WALNUT STREETS, PHILADELPHIA 


MaNaGER Ea8STERN DEPARTMENT 
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TRADE HAZARDS. 





Suggestion That Valuable Data Upon_ 


Subject Might be Had from In- 
dustrial Companies. 





In figuring on the probable cost of the 
workmen’s compensation in New York, 
Wisconsin, Minnesota and other states, 
it is suggested that the industrial life 
insurance companies be consulted as to 
the hazards in the various trades. For 
years one of these companies, to quote 
the New York Commercial, has been 
compiling statistics for its own use not 
only as to mortality, but as to sickness 
and accidents in the industries ana 
trades, classifying them geographically, 
by states and sections. 

It is understood that these figures, 
while they relate mainly to mortality 
and are used by the company in consid- 
ering the amount of insurance to be of- 
fered, for an industrial premium, com- 
prise statistics which could be used to 
great advantage in arriving at the prob- 
able premium which the employer must 
pay. , 

Fred. Hoffman, statistician of the Pru- 
dential Ins. Co., does not believe that the 
enactment of workmen’s compensation 
laws will result in radical reforms un- 
less they are accompanied by more 
stringent regulations relating to the pre- 
vention of accidents. Mr. Hoffman has 
made a study of the German industrial 
laws and he believes that the regulation 
regarding the proper safeguards are ful- 
ly as meritorious as the laws providing 
insurance for disability. 

“Did you ever think,” asked Mr. Hoff- 
man, “of the life saving properties which 
lie in a pot of red paint? The Germans 
have discovered it. The guards of open 
shafts, of manholes, of all dangerous 
openings, are painted red, and the men 
who are compelled to work in the vicin- 
ity have constant warning of danger. 

‘Feeders, who work and machines fit- 
ted with knives, or ratchets, whose 
bands are in danger if they thrust their 
arms too far, are compelled to use a rope 
which allows them to approach only far 
evough to the machine. And the work- 


man who neglects the precaution is 
punished. 
“The great fault in this country is 


that the employer and employes are too 
prone to leave to the insurance compa- 


nies the enforcement of precautions 
which should be dictated by common 
sense. If the only penalty for negli- 


gence or carelessness continues to be the 
cancellation of an insurance department 
policy the work of preventing accidents 
will not go very far.” 


CREDIT RESERVES. 





!'nsurance Departments Set Forth Basis 
Upon Which Future Business Must 
be Computed. 





Following the exhibition of wholly in- 
adequate reserves set aside by the 
American Credit Indemnity Company of 
this city, for taking care of its future 
liabilities, the insurance departments of 
New York and Massachusetts, have 
come to an agreemer™ as to the general 
question of reserves on credit business 
The circular sent by them to the inter- 
ested companies reads: 

I enclose herewith copy of the prelim- 
inary report of the examination of the 
American Credit-Indemnity Company 
of New York, and desire at this time to 
call your attention to so much of such 
report as relates to liability for accrued 
losses on policies in force. In future 
statements to this department you will 
be expected to charge as a liability for 
accrued losses on policies in force 


not less than 450 per cent. of the earned 
premiums thereon. 

You will also be expected to charge 
as a liability the unearned premiums or 
such policies computed on a monthly, 


pro rata basis, assuming that the aver- 
age date thereof is the fifteenth of the 
month. By this method you will be re- | 
quired to change as a liability for un- | 
earned premiums on annual policies is- | 
sued in January, 1909, 1-24th of the gross | 
premiums on such policies, and on poli- 
cies issued in February, 1909, 3-24ths, | 
and so on for the remaining months of | 
the year. If any policies are issued for a | 
longer term than one year, they should | 
be pro rated. The above applies only to 
your credit business. 

Your attention is called to this mat- 
ter at this time in order that you may 
have an opportunity to make such 
preparation as may be necessary for the 
changes herein enumerated. 


SURETY meee 





GROSS ASSETS CLOSE TO $1,000,000. 
Bankers Surety Company Undergoes 
Searching Examination by Ohio In- 
surance Dept. 








Following a searching examination 
of its affairs by the Ohio Insurance De- 
partment, the Bankers Surety Com- 
pany, of which P. W. Harvey is presi- 
dent and M. A. Craig secretary, was 
found to have gross assets as of Octo- 
ber 30 of $995,119. The ledger assets 
were $879,257, and the non-ledger as- 
sets $115,862. 

“Assets not admitted, deducted from 
the above are: gross premiums in 
course of collection over three months 
overdue 33,554.24, depreciation § in 
stocks and honds $21,822.19, advances 
to agents and on contracts $61,560.56, 
collateral loans $1,422.45, miscellaneous 
$179. Total of assets not admitied 
$118,538.44, giving us a total of admii- 
ted assets of $876,581.09; the total l'a- 
bilities outside capital stock are shown 
to be $323,117.59, which gives the Ccm- 
pany a surplus over all liabilities of 
$53,463.50.” 

The Bankers Surety Company is one 
of the growing financial enterprises of 
Ohio, and its conservatively progres- 
sive policy is a most commendable one. 





GENERAL AGENTS IN OREGON. 





Rodgers, Hart, Gibson Co., to Represent 
Mass. Bonding and Insurance Com- 
pany in State. 





Following its recent admission into 
Oregon, the Massachusetts Bonding 


and Insurance Company, of Boston, aas 
appointed the Rodgers, Hart, Gibson 
Company, of Portland, its general agent 
for the State. The Company entered 
Washington fully eighteen months ago, 
and has since been doing a growing 
business there, 
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SEEK LARGE GAME. 





The writer, says the Bulletin of the 
Massachusetts A'ccident Company, once 
wrote a banker of large wealth for $30,- 
000—15 year endowment, at 55 years of 
uge. It was the man’s first step in life 
insurance. At first he wanted a $10,900 
policy; we raised him to $30,000 and 
thought we had done a big thing; and 
we had, but not the biggest possible. 

Within a week this same man was 
written in other companies for $70,000 
more, makiug $100,000 in all, and we 
could just as well have placed the 
whole amount, as to let it go to others. 

But because his premium on his first 
policy was over $3,000 we were afraid 
to ask him for more. We forgot that 
once a man’s confidence is fully estab- 
lished in a business enterprise, the lar- 
ger that enterprise and the more its 
benefits become magnified, the more it 
attracts and interests a man of this 
ciass. 

This man built and bought and sold 
railroads, handled vast sums in other 
transactions, and was accustomed t) 
craw his checks daily for tens and 
hundreds of thousands of dollars. 
When once he had determined to in- 
vest in insurance, the cost was a sec- 
endary consideration; it was simply a 
question of benefits. 

Now the country is full of this class 
of men, or at least of men of abundant 
means. Some of them travel extensive- 
ly, they go on vacations where there is 
uuusual exposure to peril, many of 
them own and drive automobiles, and 
all of them would appreciate the in- 
demnity provided for disability in our 
high-grade policies if it were properiy 
presented to them. 

But many agents are timid about ap- 
proaching this class of men; ‘they are 
afraid to ask them to pay $60 to $80 
per year for protection!; we have 3¢- 
tually known agents to go among busi- 


ness and professional men, even among 
bankers, offering them dollar a month 
policies with first week of si¢kness not 
covered, because it was chéap! thus 
tishing with a minnow hook for min- 
nows in water that abounded in 25 
pound salmon. 

Now let us use the common sense that 
is used in other matters; farmers culti- 
vate the very best products; fishermen 
angle for the largest and best fish; 
sometimes they are content to seek the 
small fry, but never when there are 
waters near at hand abounding in the 
larger and better specimens; if a man 
goes “a berrying” he looks for the lar- 
gest and most luscious fruit. 





Improvement in Local Burglary Under- 
writing Situation. 





The burglary insurance situation has 
materially improved during the past 
few days and the outlook now warrants 
the expectation that complete harmony 
will be permanently restored shortly. 
President Beekman Hunt, of the Aetna 
Indemnity Company, and chairman of 
the various conferences on burglary 
that have been held within the last six- 
ty days, to quote the Journal of Com- 
merce and Commercial Bulletin, stated 
yesterday that he believed that the dif- 
ficulties in the burglary insurance situ- 
ation in the city of New York were in 
a fair way to be rectified and that 
the companies engaged in this line of 
underwriting would get together in a 
few days and reorganize the Burglary 
Insurance Underwriters’ Asociation on 
a very much more wholesome and in- 
telligent basis. 

The consummation of this much 
hoped for event will undoubtedly be 
good news indeed to the broker as 
well as the underwriter as demorali- 
zation ‘would cause more confusion and 
trouble to the broker than it would to 
the individual company. 
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Hints That Will Aid| 


in Business Getting. 


Just at this time, when new casualty 
companies are sprouting with the rapid- 
ity of mushrooms, it is well for the 
agent to consider the quality of the in- 
demnity he is offering to his clients. 
After all, it is the underwriting policy 
of the company that counts. For the 
purposes of the average insurer, the 
minor differences in the policy forms 
of the various companies are of small 
moment. What the agents must sell in 
competition these days, is the record 
of his company for prompt and just 
settlement of claims. Policy conditions 
avail but little where performance is 
lacking on the part of the company. 

An agent is in business for himself; 
buildimg for the future. If his structure 
is to have permanence, it must be 
raised upon a foundation of confidence. 
No amount of protestations and assur- 
ances on the part of the agent will suf- 
fice to hold business, when his company 
practices evasion and delay in its 
claims department. A fine record for 
honorable and straightforward adjust- 
ing of claims, is the best advertisement 
an agent can have and will place him 
beyond the reach of a certain class of 
competition. 

The middleman in any other line of 
business would not for a moment con- 
sent to handle an inferior quality of 
goods which he must sell to his patrons 
at the same price asked for the best. 
It would be ru‘nous. A company af- 
fronts the intelligence of a ‘business 
man when it offers as an inducement, 
larger profits or higher commissions. A 
tyro could see that the apparent advan- 
tage was temporary and fleeting. When 
put to the test, the inferior quality of 
the purchases would be revealed, to the 
embarassment and loss of prestige of 
the man who sold the goods. And these 
points apply with special force to cas- 
ualty insurance, in which the renewal 
represents the backbone of the _ busi- 
ness. There is only one quality of in- 
demnity that an agent can afford to 
sell and that is the best obtainable. 

s s . 


It has been repeatedly shown that the 
man who embezzles his employer’s 
money is, in a big percentage of cases, 
the one who is looked wpon as the hard- 
est worker in the establishment. He 
is always the first to arrive at his desk 
in the morning and the last to leave 
at night. He never takes a vacation 
and will often be found hanging over 
his work on Sundays and holidays. Be- 
eause of his great industry and never 
failing zeal, his employers give him 
added responsibility and power. He has 
a free rein. Why shouldn’t he? Such 
a worker is a jewel without price. Yet 
this is just the man that the surety com- 
pany won’t bond if it knows it. 

The hazard in a case like this is mul- 
tiplied many times. It suould be a ruse 
of all large establishments, especially 
railroad offices and banks, that every 
employee must take a vacation once 
each year. The practice of shifting em- 
ployees about from one department to 
another is gaining in favor and has 
much to recommend it. Even as a mat- 
ter of protection against crippling the 
office routine in case of the sudden ill- 
ness of a man having important respon- 
sibilities, there should always be at 
least two persons familiar with every 
part of the work. These changes of 
duties among trusted employees in big 
offices, are regarded as very valuable 
by the surety companies. It is almost 
a certain check on any irregularities in 
the employees accounts. 

a . . 


The monetary loss due to sickness 
in the United States has been estimated 
at more than a billion dollars annually. 
We have only recently taken steps to 
distribute this loss and thus minimize 
its affect. Fire and marine insurance 
are of comparatively ancient history and 
are to-day institutions necessary to our 
progress. But the great economic ‘waste 


due to sickness, is greater than the 
others combined. Health insurance will 
have come into its own, when millions 
cam be contributed by the companies to 
make good the great sickness loss. 

* 7 * 


Plate glass insurance is not nearly 
so hard to write as many agents be- 
lieve. Few arguments are needed to 
show the storekeeper for instance, that 
without plate glass insurance, ‘the is 
facing a substantial loss in a hundred 
different ways, both day and night. It 
is very probable that his own experi- 
ence is fruitful of many good arguments 
for insuring which need only the illumi- 
nating touch of the agent. [If a “clinch- 
er’ is necessary, there is always the 
powerful one of service rendered by the 
insurance company in case of breakage 
aside from the payment of the loss. 

A storekeeper whose business calls 
for window display to attract patronage 
is usually very solicitous about this 
feature of his ‘business and is in dread 
of anything crippling the “pulling” pow- 
er of his display. If, following break- 
age, the period of chaos as far as dis- 
play is concerned, can be made very 
brief, the busy storekeeper will be 
doubly impressed with the proposition 
of plate glass insurance. Of course, 
making good the cost of the glass is 
the material point of the insurance, but 
the prompt replacement of the light 
may be of even greater importance 
to the insured. A good strong talk on 
service will sometimes land a prospect, 
when a straight insurance argument 
would have no effect. It is then the 
duty of the agent to see that he does 
not obstruct this good service himself 
by neglecting to make suitable arrange- 
ments locally to meet the need for 
prompt action when a loss occurs. 

= = * 


Every little while some company ex- 
periences quite a number of losses un- 
der its personal accident policies,which 
are not the result of accidents at all, 
but are due primariiy to a diseased con- 
dition existing before ‘the insurance 
was taken. It is usually very difficult 
to prove cases like this and it is al- 
ways impossible to do so to the satis- 
faction of the policyholder, or even of a 
court. 

Such losses are put down against the 
company’s experience on that class, 
when rightfully they do not belong 
there. When these claims come in in 
sufficient number to seem to demand 
action, the company issues a_ special 
letter to its agency force calling atten- 
tion to the unusual number of losses 
-due to this cause and urging them to 
keep a sharp lookout for evidences of 
similar weaknesses in future policy- 
holders. 

It was an experience of this’ kind 
that make a Massachusetts company 
recently send out a special letter to all 
of its agents, warning them against 
“flat foot” and broken arch” among 
prospective policyholders. It seems to 
be a feeble way to deal with a really 
serious problem, involving large sums 
of money and constituting a risk taat 
the company never contemplated as- 
suming under the policy. It is simply 
another instance of how much the coni- 
pany must depend upon the man who 
gets the business, and so long as he 
must be first of all a salesman rather 
than a medical examiner, these losses 
will continne. 

A broad campaign of education for 
the agent in the field would seem to be 
the only way to get a proper selection 
in personal accident risks. Realizing 
this, The Eastern Underwriter is devot- 
ing space each week to those general 
topics that affect all companies alike 
and are intended to be helpful to the 
agent. The man in the field is called 
upon to do a variety of things to earn) 
his commission, in addition to persuad- 
ing his prospect toward the dotted iine, | 
but fortunately, his versatility is great) 
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and the admonition to make a closer in- 
spection of the physical make-up of ihe 
applicant for personal accident insur- 
ance, will undoubtedly result in a re- 
duction in this abnormal loss. 

> - > 


Residence burglaries are on the _ in- 
crease according to information gather- 
ed by the national detective agencies. 

Professional criminals who have 
heretofore operated only in banks, are 
being forced, it is said, to adopt a safer 
and easier method of getting the com- 
munity’s money. As a result, this 
gentry has very largely gone to swell 
the ranks of the housebreakers and 
sneak thieves who prey upon ras- 
idences, hotels and sleeping cars. 

There should be good business-get- 
ting material in this information for 
the burglary insurance solicitor, es- 
pecially as it presents an actual condi- 
tion, directly bearing on the need for 
burglary insurance. Every day there 
are indications showing that the pro- 
fessional burglar is no longer confining 
his work to the large cities. He is fol- 
lowing the irarch of the population into 


the suburbs and the outlying smaller 
cities. 

The bulk of the residence burglary 
business will, of course, always be 


where the high values are concentrated 
—in the large cities, but the smaller 
places, giving less protection to the r2s- 


ilents, are becoming productive of 
scme good business. 
* . . 


He that is surety for a stranger shall 
smart for it. Prov. 11:15. 
. > > 
With many States considering the 
enactment of employer’s liability laws 
and those in which some similar stat- 
utes are already in operation, likely to 
extend their application, the subject of 
liability insurance becomes a very live 
one for the employer and the liability 
agent should profit accordingly. ‘The 
popular discussion of workmen’s com- 


pensation which is receiving impetus 
from the magazines and newspapers, 


can be turned to good account by the 
liability agent, especially as the ten- 
dency is toward a more liberal treat- 
ment of the employee, who suffers in- 
jury while performing his work. 

The liability underwriter knows thai 
few employers even among the large 
concerns have a proper appreciation of 
the significance of this movement. In 
the absence of any definite laws gov- 
erning workmen’s compensation, it has 
been repeatedly shown that courts and 
juries are always ready to hold the em- 
ployer responsible for the consequences 
of injuries to his employees, on the 
broad principle that the trade in which 
the injuries occurred should stand the 
cost. 

The head of a large establishment is 
usually so engrossed with the details 
of his business that the swift develop- 
inent of the workmen’s compensation 
idea in this country is probably taking 
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place without his knowledge. More 
than ever, he is in ignorance of ‘the ex- 
tent of his liability for the protection 
and care of the persons in his establish- 
ment and it remains for the liability 
agent to show him the enomous risk 
he is taking without liability insurance. 

In order to reap the full benefit of 
this condition, the agent should inform 
himself thoroughly with respect to th2 
liability laws of his State. With a full 
understanding of the scope of the local 
statutes in this regard, he can do his 
clients a real service which should re- 
cult in profitable business for himself. 
By following up all amendments to the 
local labor and factory laws, he will 
often find opportunities to turn these 
changes to good account, in addition to 
seeping himself well informed on a 
live topic of the day and an important 
feature of his business. 








THE LEADING FIRE COMPANY 
OF THE WORLD 





[of Liverpool England. | 








Surplus Lines Department 


Affords agents and brokers the best 
facilities for supplying reliable indemnity. 
We are Attorneys in the United States for 

THE CENTRAL INSURANCE CO. 

Limited, of London 
ESSEX & SUFFOLK EQUITABLE INS 
SOCIETY, Ltd., of Colchester 
LEATHER TRADES * GENERAL IN- 
SURANCE C0., Limited, of Liverpool 
THE LEGAL INSURANCE COMPANY 
Limited. of London 
BINDER CONTRACT (Guaranteed Under- 
writers) at Lloyds, London 





Only legitimate surplus lines at full tariff rates 
entertained on the heavy value risks after the capacity of 
the local agents is exhausted.—Your business protected. 
Capacity, $40,000 on unsprinklered risks and $100,000 on 
sprinklered risks.—Liberal commissions.—Strong Com- 
panies.—Losses adjusted and paid throagh this offiee.— 
Applications by mail or telegraph receive prompt attention 


Fred S. James & Co. 


84 William Street 
New York 
Chicago Office: 171 LA SALLE 8T. 

















Prepesed Home 





FIREMEN’S INSURANCE CO. 


NEWARK, N. J. 


Statement January 1, 1909 


Capital Stock .... 
Reinsurance Reserve.. 
All other Liabilities 


NET SURPLUS. . 


DANIEL H. DUNHAM, President 
CHARLES COLYER, Vice-President 


. .51,000,000.00 
1,663,370.13 
152,129.65 


eee 


ereeeeeeee 





A. H. HASSINGER, Secretary 
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“SNITCHES” AND DAMAGE SUITS. 





Some Interesting Particulars Concern- 
ing a Pernicious Class of Law 
Sharks. 





Casualty underwriters will read with 
no little interest the following state- 
ment by W. B. Hastings of Kansas City, 
Mo., as to the activity of “snitches” in 
hounding traction companies with per- 
sonal damage suits: 

“Coming to Kansas City on legal 
business, and having occasion to ex- 
amine a legal advertisement published 
in the Daily Record, a court newspaper 
published in Kansas City, in the issue 
of November 20, I aoticed some forty- 
five suits against the Metropolitan 
Street Railway Company, called and 
awaiting trial in your circuit court. I 
enquired as to what these suits were 
about and was informed they were 
damage suits brought against the com- 
pany on account of accidents to pas- 
sengers in getting on and off cars. 

“I made inquiry as to the number of 
suits brought against the company 
yearly, and was informed that about 
1,000 were filed. I asked why there 
was so many of these lawsuits, and 
was told that lawyers attended to the 
bringing of the suits and usually got 
50 per cent. of the judgments recovered, 
which run from $10,000 down to $100, 
according to the class of action. I 

asked why the company did not settle 
leg’ itimate actions without suit, and 
was informed that the lawyers always 
made contracts with clients so as to 
prevent settlement.” 

Hearings of the Employers Liability 
Commission. 








Further hearings of the New York 
State Employers Liability Commission, 
will be held as follows: To-day (2nd) 
at Syracuse; to-morrow at Rochester, 
and Saturday at Buffalo. 








An additional investment has been 
made by Edmund Dwight,resident man- 
ager for New York, of the Employers 
Liability Assurance Corporation, and 
those associated with him, in the pur- 
chase of the property at 58 Maiden 
Lane. 

Convicted of embezzling $168,000 
from the First National Bank, of Min- 
eral Point, Wis., of which he was long 
the honored vice-president, Phil. Aller 
Jr., was some days ago sentenced to 
serve ten years in the Federal prisoa 
at Fort Leavenworth, Kas. 








New Jersey Agency Appointments. 

Aetna Indemnity, William H. Baker, 
Dover: Cecil R. Anderson, Washington. 
Fidelity & Casualty, S. P. T. Wilbur, 
Plainfield. Standard Accident, C. A. 
Godfrey, Hoboken. Travelers, William 
C. Pitney, Newark: Robert W. Purdy, 
Bogota. United States Casualty, Major 
lee Toadvine, Bayonne. United States 
H. & A., Emil Sameth, Perth Amboy. 
M secmber. of Boston, has 
een given the HBastern Massachusetts 
general agency for the personal acci- 
dent, genera and public liability de- 
partments of the Philadelphia Casualty 
Company, of Penna. 


Frank G 


CARE IN WRITING POLICIES. 





Need for Caution on the Part of Agents 
in Seeing That Assured be 
Protected. 


If local agents and brokers who pre- 
pare forms for their clients, would ex- 
ercise due care in the work, much of 
the feeling of hostility toward fire in- 
surance interests that now exists, would 
disappear. To such an extent did the 
improper wording of forms hold in New 
York City some years ago, that a firm of 
expert brokers did a thriving business 
pointing out serious defects in the poli- 
cies of property-owners, and rewriting 
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them in accord with the views of ‘the 
owners. That lack of knowledge in this 
connection is not peculiar to the United 
States is attested from the following 
selected from our South African con- 
temporary, “Insurance.” 

“There are two sides to most things, 
including a fire insurance policy. The 
inside and the outside may suggest 
itself, though we were not thinking of 
that, except, perhaps, with the idea that 
few insurers ever look at either side of 
their policies. All over the world it has 
been decided in the law courts that a 
policy of insurance is a legal document, 
and as such, to be strictly interpreted; 
but even good men of business will not 
sc much as glance at what is therein 
written or printed. On the back of the 
policy there are usually some sixteen or 
eighteen clauses, all binding on the 
parties to the contract; and inside there 
is supposed itto be a clear statement of 
what is insured, together with stamped 
cr otherwise affixed conditions. When 
a fire occurs, a copy of the policy is 
handed to an assessor, whose duty it is 
tc assess the loss in terms of the docu- 
ment; or of the original if the insured 
cares to produce it. Then the insured 
often discovers that he is not insured 
as he intended to be. His house may be 


covered, but no mention is made of the , 


furniture; the stables may be described 
but not the contents; the contents of 
a shop may be given as groceries, and 
the drapery is not covered; the goods 
may all be included, but not the shelv- 
ing, class cases and counters, or the 
gas and electric fittings. This is due to 
carelessness, if it is not owing to a de- 
termination to save premiums. When 
rates are very high, there may be a 
temptation for the insured to carry some 
of the risk, but under present circum- 
stances this cannot be pleaded. Rates 
are now so low, that any man in busi- 
ness, and certainly every one owning 
house and furniture, can afford to be 
fully insured. By fully insured, we 
mean, fully covered for the total loss of 
everything in a building, and of the 
building itself. 

“Some of the insured are very fond of 


placing their insurances with several | 


offices. There is much to be said for and 
against this; but, if there are two or 
more 
is essential that they should absolutely 
agree, or else when a fire occurs, and 
an assessor appears on the scene, there 
is bound to be difficulty in adjusting the 
Ioss, and the insured may not get all he 
expected. Suppose, for instance, that 
one policy covers stock and utensils, a 
second policy is on fixtures only, and 
the third is on stock, fixtures and uten- 
sils. In such circumstances it must be 
clear to anyone that great difficulty may 
arise in arriving at how much of the 
loss each policy is to carry; it is equally 
clear that but for carelessness and 
neglect, the trouble would not have been 
created. It may be said that the insur- 
ed is generally dealing with liberal of- 
fices. He may know some of the prin- 
cipal officials in these offices, and feel 
sure that “it will be all right”: but these 
entlemen will not settle the loss. The 
documents will be put into the hands of 
an assessor, who has no interest in the 
cffices or the insured; who will appor- 
tion the loss in strict terms of these 
documents and by applying methods 
which have been approved by all the 
leading courts-of-law in England and 
America. We, therefore, in the best in- 
terest of the insured and of the insur- 
ance offices, would strongly advise all 
holders of fire policies to carefully study 
these documents, satisfying themselves 
that the risk is covered according to 
their intention; because, when a fire oc- 
curs, such documents can only be read 
exactly as they are written. There are, 
no doubt, a number of policies in this 
country which may require looking at, 
revising, and perhaps rewriting. The 
fire offices are always most anxious to 
ne ve every policy in perfect order, and 
he insured are to blame when they are 
_ so. A word to the wise is enough, 
and we write for the wise.” 


policies on any one risk, it| 


New Jersey Agency Appointments. 





German Alliance, Lambert H. Ser- 
geant, Lambertville. German American, 
Lambert H. Sergeant, Lambertville. 
Germania, Van Huel & Holtson, Long 
Branch. Girard, John G. Hall, Elizabeth. 
Hanover, Albert B. Lembeck, Demarest. | 
Niagara, Marvin D. Haywood, Branch- 
ville. North River, Charles’ Bischoff, 
Edgewater; Stephen C. Griffith, Morris- 
town. Northwestern National, James 
Brodie McGear, Bridgeton. Norwich) 
Union, Morris B. Lindsley & Son, Cald-| 
well. Phoenix, Conn., Thomas C. Pro-| 
vost, Jr., Caldwell; Wilterman Locke, | 
West Orange. Rhode Island, W. M.| 
Struthers,Sea Isle City; John W. Trum-| 
bull, Pennsgrove. Springfield, David 
Eckert, Collingswood. 











The Philadelphia 
Casualty Company 


WALTER LE MAR TALBOT 
President 


Capital. . 
Total Assets, ‘April 1, 1909 
Surplus (Policyholders) 


AFE 

UPERIOR P oxicies 
ATISFACTORY 

PERSONAL ACCIDENT, HEALTH, 

LIABILITY, AUTOMOBILE, PLATE 

GLASS AND CREDIT INSURANCE. 


AGENCY CORRESPONDENCE 
SOLICITED 


$500,000 
$1,427,564 
$714,598 














Great Eastern 


Of New York 


CAPITAL ° ° ° 
ASSETS. ° 


LOUIS H. FIBEL 
President 
THOMAS H. DARLING 
Secretary 


Casualty Company 


‘*The Company That Does Pay” 


$250,000 
- $620,187 
SURPLUS TO POLICYHOLDERS $445, 820 


CLAIMS PAID OVER A MILLION DOLLARS 


_ACCIDENT AND ILLNESS 
INSURANCE 


Some absolutely unique policies 

which are enormously superior to 

everything else ever offered by 
any other company 


WORTH LOOKING INTO 


Most liberal agency 
contracts for 
COMMERCIAL and 
INDUSTRIAL 








Home Office, 


LATE GLASS 
AND HEAL 


DANIEL D. WHITNEY, Vice-Pres. 


THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
47 CEDAR STREET 
Chartered 1874 


PERSONAL ae CI DENT 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
8. WM. BURTON, See. 
RELIABLE AND ENERGETIC AGENTS WANTED 


POLICIES 


ALONZO G. BROOKS, Ass’t Soc, 








Court, and covering al 


miscellaneous require- 
ments 
Fidelity Bonds guarantee- 


ing the honesty of em- 
Ployees in positions of 
public and private trust 


THE EXTNA INDEMNITY COMPANY 


OF HARTFORD, CONN. 
EXECUTES :—Surety Bonds, Contractore, ISSUES :—Burglary Insurance Policies 


We have desirable territory for Agents and would be giad to correspond 
with h business prod 


THE ETNA INDEMNITY COMPANY, 68 WILLIAM ST., NEW YORK 


Plate Glass Insurance Policies 
Personal Accident Policies 
and 


Health Insurance Policies 


ucers 











Agents Can Make Money Writing 


ACCIDENT 48° HEALTH INSURANCE 


INDUSTRIAL AND COMMERCIAL 


SECURITY CASUALTY CO. 


OF INDIANAPOLIS 


Apply to MYRON W. ROBINSON, State Agent 
ENGLEWOOD, N. J. or MILLS BLDG., N. Y. City 


I have an Al proposition for some good men in New Jersey 








LONDON GUARANTEE AND ACCIDENT C0., Lid. 


OF LONDON, ENGLAND 


Head Office 
CHICAGO 


F. W. LAWSON 
Gent anager 


Liabitity, Accident, 
Health, Credit, Burglary 
and Steam boiler 





Established 1869, 


_ F. J. Walters 
Resident Manager 


45-49 Cedar St. 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Mgrs. ,-—— 
—-New England 
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WITHIN ITS PROVINCE. 





Attorney-General of Penna. Gives An 
Opinion as to Writing Scope of 
Philadelphia Casualty. 





Addressing Insurance Commissioner 
Martin, of Pennsylvania, under recent 
late, Hon. M. Hampton Todd, attorney- 
reneral of State, advised as follows: 

“I have before me your letter of the 
9th ult., in which you inform me that 
ne Philadeipvhia Casualty Company is 
neorporated under the _ provisions of 
he ‘third paragraph of the Act of May 
, 1876 (P. L. 53), as amended by the 
Act of July 9, 1897 (P. L. 239), and is 
authorized to make insurance wpon the 
stock principle under the provisions of 
the third paragraph of Section One of 
ihe Act of 9th of April, 1897, and has 
neorporated into its form of policy a 
provision in the following language: 

“Section LD. Against accidental fatai 
injury to any horse belonging to the 
Assured and described to the Schedule 
of Declarations of this Policy, sustain- 
ed while the Assured or the Assured’s 
paid driver is in charge of and employ- 
ing any sucn horse, and while being 
used at the place or places mentioned 
in Declaration No. 4, and for the pur- 
pose set out therein, provided a specific 


premium is exhibited in Declaration 
Ne. 4 for such hazard, but not other- 
wise,’ and I note that you inquire 


whether a company so incorporated for 
the purposes, as determined in said 
third paragraph, may lawfully issue 
this kind of a poliey. 

“The Act above cited distributes in- 
surance into four different classes, 
which may be popularly phrased as: 

1. Fire and Marine 

2. Life lasurance of Individuals 
Granting Annuities; 

Accident Insurance: 

4. Insurance upon the lives of horses, 
cattle and other live stock. 

“Paragraph 3, contains the provision 
that insurance made thereunder’ shall 
not include ‘the perils and risks enu- 
merated in the first, second and fourth 
paragraphs of this section.’ While the 
general language of the third para- 
graph would appear to. be in conflict 
with the general language of the fourth 
paragraph, and therefore insurance 
against accidents to live stock result- 
ing fatally would appear to be inhibit- 
ed by the provision against a company 
authorized +o make insurance under the 
third paragraph making any kind of in- 
surance upon live stock, I am neverthe- 
less of opinion that such is not the 
proper construction of the Act. 

“The purpose of the legislation was 
to distribute the various kinds of insur- 
ance business among the _ different 
classes of insurance, as above 
enumerated, and, while the language of 
the third paragraph does include ac- 
cidents resulting in personal injury to 
individuals, and does not in express 
words refer {o accidents resulting in in- 
jury to horses, cattle and other live 
stock, nevertheless it does provide for 
insurance against accidents resulting in 
injury of every nature and description 
zo persons or property, and the accident 
insurance covered by Section D. of the 
pclicy in question is insurance against 
accidents to property, and _ therefore 
such insurance is within the scope of 
said paragraph. 

“There does not appear to be any 
good reason why, if a company may be 
authorized to issue polices aganst acci- 
dents to individuals, it should not like- 
wise be authorized to issue policies 
against accidents to live stock, and, as 
the general language of Paragraph 3, 
would include it, I am of opinion that 
it is not inhibited by the prohibition in 
that paragraph which refers only to in- 
surance on the lives of live stock. 

“T am further of opinion that an ac- 
cident policy could not be issued by a 
company organized to do business un- 
der the fourth paragraph of section one 


Insurance: 
and 


of the Act in question; that such in- 
surance can be done only under the 
third paragraph, the language of 
which, I am of opinion, is sufficiently 
broad to include the character of in- 
surance embraced within Section D. of 
the policy submitted by the Philadel- 
phia Casualty Company, and I therefore 
advise you that the company may make 
valid insurance contracts of the kind 
embraced within the form of policy 
submitted.” 


SENTIMENT IN BUSINESS. 


influence of Former Upon the Latter 
Incites an Appreciation of L. 
H. Fibel. 


The name Fibel, said P. F. Huff, one 
of the prize agents of the Great Eastern 
Casualty Company, in an impromptu ad- 
dress delivered at the fifth anniversary 
of the election of Louis H. Fibel, as 
president of the corporation, at this city 
on November first, is symbolic of 
much that is good and noble, and I wish 
to emphasize its good points, letter by 
letter, so that it will be emblematical 
of him. It is unnecessary to have it 
copyrighted because it is “patent” to all 
that he stands alone. 

“F” stands for Fearless. Covering an 
acquaintanceship with him of ten years, 
I recall vividly his firm stand on certain 
issues, wherein his decisions and actions 
have been wise and courageous regard- 
less of the consequences, and it is to his 
credit for me to admit that he has in- 
variably been right, even though-I have 
often considered him ultra-conservative. 


“I” stands for Indefatigable. He 
simply craves for work, and I can prove 
this by the scrub-women who have 


found him at his desk hard at work as 
early as 7:30 in the morning. 

“B” stands for Benevolent. I will 
now reveal another side of his character. 
About six years ago I had nervous pros- 
tration, which compelled me to leave my 
business for a period of over six months. 
I was obliged to go to the country so as 
to procure absolute rest; in other words, 
tc be in solitude. If any of you know 
rae, you surely will realize that I was 
lonely because I am keen on companion- 
ship. While in a melancholy state on a 
certain day, when the rain was coming 
down in torrents—and I might state that 
it had been raining steadily about five 
days—Louis Fibel entered my lonely re- 
treat, having left his busines to come to 
me. He knew what I needed more than 
my physician; it was comradeship of the 
right sort. His presence put new life 
into me immediately, because I felt that 
this man was a real friend and we 
all know that the most beautiful thing 
in the world is true friendship. He im- 
wediately gave me cheer, made me walk 
into the woods through the rain, mud 
and slush for ten and fifteen mile 
jaunts; he joked with me, slept with me, 
and practically paved the way for my 
future good health, as my present condi- 
tion will justify. Now, I call that ben- 
evolence, real benevolence, but I know 
many acts of charity which have fallen 
te his lot, but on account of his modesty 
they have never been made public. The 
agents of this company, I am sure, have 
Lad evidence of his bounty and will 
bear me out in this connection. 


“BE” stands for Enthusiastic. Louis 
Fibel simply breeds enthusiasm. I feel 
confident that no other company 


possesses agents who are as enthusiastic 
as we are for the up-lifting of a com- 
pany, and that something which eman- 
ates from us is inspired by him. We 
have confidence in the Great Eastern 
because he has sown the seed of square- 
deal methods and we know that the 
tree will have a healthy growth and the 
branches will always support us in any 
honest endeavor. 

“L” stands for Love. Now you know 
“boys” that we all love this big-hearted 
man of men, who has watched over us 
so carefully, who has advised us not 
only in business matters, but also in our 


a 


private affairs; who has visited us when 
sick and who has shared with us our 
joys when in good health. I know that 
you join me in feeling that you would 
gladly sacrifice anything for him, and, at 
the sunset of our lives, we will always 
cherish the memory of tais eventful day, 
and also give thanks for having been 
given the opportunity of showing him 
cur love and esteem in appreciation of 
his many noble deeds and acts of kind- 
ness. 
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A much appreciated addition to the 
Eastern Underwriter library is a copy 
of the proceedings of the 22nd con- 
vention of the International Association 
of Accident Underwriters, held at Ni- 
agara Falls in July last. The asso- 
ciation is easily one of the most im- 
portant of the underwriting organiza- 
tions and the influence it has and is 
exerting in advancing the best inter- 
ests of the business cannot be overes@i- 
mated. 








the organizers desire to sell 
have you to offer? 





Will buy or absorb the subscriptions to stock in 
a Casualty Insurance Company where for any reason 


Strictest 


BOX No. 17 
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or abandon plans. What 


confidence assured. 











THE BEST RESULTS 


are obtained by agents who represent the 


CONTINENTAL CASUALTY COMPANY 
CHICAGO, ILLINOIS 


because the 


accident and health insurance. 


If you would share in the prosperity of Continental representatives, address 
H. G. B. ALEXANDER, President and General Manager 


1208 Michigan Avenue 


have the Greatest Variety of the Most Attractive policies of 


Chicago, Illinois 








BONDS—CASUALTY 





AGENTS 





IF 


you 





Can command Bond 


or Casualty business 


Are seeking an 


Agency connection 


Are not representing 


another like Company 


Address AGENCY DEPARTMENT 


THE EMPIRE STATE SURETY COMPANY oF NEW YORK 








aclDINT INS Upawcs comPin” 
af New York 
SUPERIOR POLICIES 


KIMBALL C. ATWOOD, Presiden, 
290-292 Broadway, New York 








CUNNINGHAM & CO. 


1 LIBERTY ST. 
New York City 


GENERAL AGENTS 


Personal Accident and Health 
Department of 
The 


COLUMBIAN 
NATIONAL LIFE INS. CO. 
of Boston, [lass. 


The most up-to-date Accident and 
Health Policies issued 


Health Policies issued separately 














The Gjeneral Accident 


Company. 


Life Companies. 


MAMMAL MAL RMN MMMM 
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FIRE and LIFE 


e. H. BOYER, United States Industrial Department Manager 


| tan form of Health and Accident Insurance issued by any other 
reputable Company, and many forms not issued by any other 


Combination Health and Accident Policies, or Accident Separately. 
Weekly Payment Insurance conducted along the lines of Industrial 


Special Inducements offered to Business and Professional Men, 
Housewives and Domestics, and Miners. 


Railroad Installment provided for on the Pay Order Plan of Four, 
Six and Eleven Payments as desired. 


Men With Ginger Can Get The Most For It With The GENERAL 
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Assurance Corp. Ltd. 
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THE EASTERN UNDERWRITER. 





UNITED SURETY COMPANY 


BALTIMORE, MD. 


JOHN B. MURPHY. 
RESIDENT VICE-PRESIDENT 


New York Office, 84 William Street. 


TELEPHONE 1770-71 JOHN. 








December 2, 1909. 














WANTED 


SALARIED FIELD MEN 


THE SECURITY LIFE INSURANCE COMPANY OF AMERICA 
W. O. JOHNSON, President 
ROOHERY BLDG., CHICAGO, ILL. 
Would like to hear from men with clean records 
in Ohio, Tennessee, Missouri, Kansas and Illinois 
Address President’s Office 
J. B. SELLS, Assistant to President 





MY INCOME? 








The Great Western Life Insurance Co. 
KANSAS CITY, MISSOURI, U. S. A. 








DESIRABLE TERRITORY 
AVAILABLE TO KEEN, 





ACTIVE, RELIABLE 
SOLICITORS 


GEO. STEVENSON, JR., 


PRESIDENT 


JAMES CHAPPELLE, 


SECRETARY 


T. A. NORRIS, 


AGENCY SUPERINTENDENT 


LIBERAL COMMISSIONS 


THOROUGHLY 
UP-TO-DATE POLICIES 





CORRESPONDENCE 
DIRECT WITH THE COM- 
PANY SOLICITED 









































“NOBODY CAN'T MAKE NOTHIN’ 


| FOR NOBODY FOR NOTHIN’ 


A bit of tramp philosophy clothed in crude English but never- 
theless serving in a unique way to express our sentiments to 
thousands of agents everywhere. 


Incaleulable are the number of men applying themselves 
diligently, but each year finds them no further advanced than the 
preceeding one. 


Why is it? How would you explain the steady advancement 
of a friend or acquaintange whom you are sure possesses no more 
ability than yourself? 


This person, if the facts be known is a “live wire” charged 
with a high voltage of energy and initiative. He believes firmly 
that he “can’t make nothin’ for nobody for nothin’” and loses 
no time in putting the conviction into practice by breaking away 
from old connections and stepping out of the “rut.” He identifies 
himself with people of a like calibre who think and work along 
similar lines. In a short time he is receiving a first class com- 
pensation and in return produces and “ makes good,” knowing as 
he does that.it is worth his while. 


Why don’t you follow in the path of the successful man and 
do the same? Now is the time for here is the opportunity and 
opportunity waits for no one. This company will place you ina 
position that is attractive both in remuneration and proposition. 
Digest what has been said and get in touch with us either by a 
visit or communication and the return mail will enlighten you 
more explicitly. 


UNION NATIONAL LIFE INSURANCE CO. 


PHILADELPHIA, PENN’A. 


W. E. A. WHEELER, President 
HOME OFFICE, PENNSYLVANIA BUILDING 














YES! IS IT AS 
LARGE AS TWO YEARS AGO? Of course it 
isn’t, but you have worked harder and accomplished 


~ less) WHAT’S THE CAUSE? Perhaps the field 


isn’t as productive as formerly. THE EQUITABLE LIFE OF 
SAN ANTONID, TEXAS, offers practically a virgin field for 


your future efforts. RICHT NOW-—-WRITE NOW 
I. J. McGEE, - - San Antonio, Texas 


names on the dotted or in 


that sells policies that the PEO- 
buy—that they cannot afford to 
WorKING with « company that WORKS 
ually does things to help you. 
deal.” When you 
with a 
appreciate meritori- 
| to be out of the race, write to 
the SECURITY MUTUAL LIFE. If you are now 
companion with a view to connecting with one which will help you 

ina res was i 


, Write to 
H. JACKBON, Sup’t of Agencies, Brxcuamrow, N. ¥. 

















BAY STATE MUTUAL 
LIFE INSURANCE CO. 


1033-41 Drexel Building 
PHILADELPHIA, PA. 


LIFE, HEALTH AND 


STOCK SALESMEN 
WANTED 





One Million Dollar Casualty and Life 
Insurance Company. 

siggest in the South. 

Home Office in Memphis. 

500 strong letters of Endorsement 
from Stockholders among leading 





ACCIDENT INSURANCE Bankers, Manufacturers and Mer- 


chants. 





State and District Managers on a renewal 
contract that will build you up a large 
and profitable income. Address 


Write with references, present and 
past connection, to 


Great Southern Insurance Company 
Field Headquarters 
Agency Depariment James Bldg., Chattanooga, Tenn. 


1033-41 Drexel Building ‘ _ z 
Philadelphia, Pa. Memphis Trust Bldg., Memphis, Tenn. 


WANTED: 























THE GREAT SOUTHWEST! 


UNQUESTIONABLY THE 


“LAND OF OPPORTUNITIES” 


In the Insurance Business. We want to get in touch with some Live Agents. 





Write for particulars concerning the ‘‘ Stockholders 
Executive Bureau ’’ Contract. 





Mid-Continent Life Insurance Company 
MUSKOGEE, OKLAHOMA 








SAMUEL QUINN, Fiscal Agent 

























